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FOR SMALL BUSINESS: A bank-sponsored program (See page 32) 
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This Month: 


THE NEW A. B. A. PRESIDENT by Arthur Van Vlissingen 
A CAMPAIGN TO SELL PERSONALIZED CHECKS by S. H. Chelsted 
WAGE-HOUR REVISIONS by Charles R. Rosenberg, Jr. 
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“TAKE A LETTER 


Ho Our Nour Yorke Correopondenti." 


5 SIE 

) press 

3 . , » Bank 

,.. We have been with you so long, and you do so many nice courtesies, } Fran 

» venti 

I do not know how we could get along without you.” — 

7 

Received from a Mid-Western bank min 

at Ss 

We are proud to have this letter in our files—along with many others expressing — 

sary 

similar appreciation. They are additional proof that Chase correspondent was | 

‘ ' ; LE 
services are welcomed by our banking friends throughout the country. 

Among specific services available to our correspondents are: 

Credit information on firms and individuals, here and abroad In: 

Quarter-hour and half-hour mail pick-up service around the clock | Sn 

Quick collection of checks, notes, drafts, coupons and called and matured bonds Nati 

Participation in local loans with correspondent banks the « 

Dealers in State and Municipal Bonds — 

Execution of orders for purchase and sale of all classes of securities Vall 

Analyses of investment portfolios ... Safekeeping of securities : L 

Expediting foreign transactions through branches and correspondents overseas W 


For further details, write for our folder 
| CHASE SERVICES FOR CORRESPONDENT BANKS 
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LETTERS 








Bank Television 


Sirs: Thinking you may be interested 
in one feature of our public relations pro- 
gram, we are sending a photograph of a 








A public relations feature 


part of the crowd that watched all world 
series games in our main office lobby. 
DoNnaLp P. ManrrtIN, 
Public Relations Department, 
First Trust and Deposit Company, 
Syracuse 1, New York 
. * + 


| Not Anniversary Convention 


Sirs: There seems to be a general im- 

) pression abroad that because the American 

Bankers Association’s convention in San 

Francisco was the association’s 75th con- 

vention, it was also its 75th anniversary 
convention. That is not so. 

The facts are that the A. B. A. was 
organized at a convention for that purpose 
at Saratoga Springs, New York, in 1875. 
Therefore, the association’s 75th anniver- 
sary will occur in 1950. The convention 
was the 74th anniversary. 

LEsTER GIBSON, Director, 

News Bureau, 
American Bankers Association, 
New York 16, New York 


« Sd 7 


In Santa Clara Valley 


Sirs: In your September issue under 
news briefs, you state that The First 
National Bank of San Jose, California, is 
the only independent bank in Santa Clara 
Valley. We wish to take exception to this. 
Our bank is not only in the Santa Clara 
Valley, just 10 miles from San Jose, but it 
is independent. The stock is held either 
in Los Gatos or in the close vicinity. 

Wm. C. Batcu, Vice-president, 

The First National Bank, 
Los Gatos, California 
+ + + 


Correspondence Manual 

Sins: We have received numerous re- 
quests for copies of our correspondence 
manual as a result of the article, ““Programs 
for Better Correspondence” in your Sep- 
tember issue. We are delighted to send 
Copies to those expressing an _ interest. 


November, 1949 


Our manual for stenographers and 
typists was completely revised in July and 
is now known as ‘Examples of Correspond- 
ence.” 

T. C. Cox, Assistant Vice-president, 
Central Hanover Bank and Trust Company, 

New York 15, New York 
© + * 


Up to Date 


Sirs: I wish to express my appreciation 
for Burroughs Clearing House. To my 
mind, you are not only up to date in your 
thinking but in many instances far in 
advance, 

Frep J. Hayes, Cashier, 

The First National Bank 
and Trust Company, 
Bridgeport 2, Connecticut 
. . . 


The Black Horse 


Strs: Your July issue reproduced the 
world’s oldest check drawn on Mr. Morris 
of Morris and Clayton, Scriveners, “At 
the Flying Horse under the old exchange 
in Cornhill.” The date is 1664. Your 
article went on to say that the flying horse 
is the emblem of Lloyds Bank today. 

Since the year 1677 a sign of The Black 
Horse has been hanging in Lombard Street 
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Not a winged horse 


and is today the sign of Lloyds Bank; it is 
not a winged horse; Pegasus has been used 
on many ancient coins but we cannot claim 
any affinity with it. 

The date 1677 is significant for in that 
year Samuel Lee published a list of ‘““Keep- 
ers of Running Cashes” in the City of 
London and this was the first London 
Directory. Here appears the name of 
Humph. Stocks at the sign of ‘““The Black 
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Horse in Lumbard Street.” This was the 
man with whom Samuel Pepys, the famous 
diarist, kept an account and whom he 
called “his little goldsmith Stokes.” The 
sign continued to hang in Lombard Street 
as the address of a goldsmith, Robert 
Stokes, and a John Bland, then the banking 
house of Bland, Barnett and Company 
which was subsequently taken over by 
Lloyds Banking Company. 

The banking family of Lloyd originated 
in Wales and can trace their descent for a 
thousand years. On the male side direct 
to Aleth, King of Dyfed in the eleventh 
century and in the female line to King 
Edward I (1272). 

T. R. Gri_Bert, Editor 

“The Dark Horse,” 
Lloyds Bank Staff Magazine, 
London, England 
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TRENDS IN FINANCE 








Housing Viewpoints 


Fears of direct government lending, of 
public housing repercussions on private en- 
terprise, and of another mortgage default 
period were mingled with reassuring pre- 
dictions of increased stability and progress 
in the housing industry and of mortgages 
gaining in investment favor, at recent lively 
sessions which characterized the 36th an- 
nual convention of the Mortgage Bankers 
Association of America. 

The record meeting, attended by about 
1,700 financial executives, builders, realtors, 
etc., was noteworthy for the many shades 
of opinion represented. 

Danger ahead? Decidedly on the pessi- 
mistic side was H. R. Templeton, vice- 
president, Cleveland Trust Company, who 
warned delegates that one of the responsi- 
bilities to be faced in the years ahead is that 
of “preparing ourselves for the next mort- 
gage default period.” He added: ‘The 
mortgage finance industry has not been, for 
a number of years, a free agent exercising 
its independent judgment as to the quality 
of mortgage loans. Our mortgage practices 
have been increasingly influenced by the 
welfare approach, and it is my belief that 
the portfolio has been diluted and future 
» problems have been multiplied. . . . Now 
is the time to cure the chronic delinquent 
or the chronic late payer or remove the loan 
from our books.” 

While he acknowledged that potential 
pitfalls such as sharp economic readjust- 
ment, governmental legislation and unem- 
ployment cannot be ignored, Willis R. 
Bryant, assistant vice-president, American 
Trust Company, San Francisco, expressed 
the belief that our mortgage loan structure 
ison a far sounder basis today than it has 
ever been in the past. “On June 30, 1935, 
$1 of every $6 invested in mortgages was 
delinquent as to interest,”’ he said. ‘‘Four- 
leen years later, on June 30, 1949, only $1 
of every $200 was delinquent as to inter- 
est.” While he hailed this as remarkable 
progress, Mr. Bryant cautioned that it was 
made in a rising market. ‘“‘We must keep 
that $1-to-$200 ratio and even reduce it,” 
he declared. 

Mortgages vs. bonds. Earl B. Schwulst, 
president, Bowery Savings Bank of New 
York, maintained that mortgages were 
again in an advantageous position in the 
competitive investment market. ‘Bond 
prices are high, yields are low,” he pointed 
out. “The longest term government bond, 
the restricted 214’s of 1967/72, yield about 
2.30 per cent. High grade industrials pro- 
vide only 20 to 30 basis points additional 
yield and prime utilities are selling around 
42.65 per cent level.” In the face of these 
vields, Mr. Schwulst declared that savings 
banks find it difficult to invest their funds 
in the bond market at a return sufficient to 
pay operating expenses, a two per cent 


a ‘nd to depositors, and add to surplus. 
OV" 


ver, he indicated that. the banks 
Wou''l not indiscriminately expand their 
» Mori. ige portfolios, but would be selective 
in the acquisitions and not overlook price. 
White he does not believe that direct 
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Mortgage bankers hear many pro and con opinions 


government lending on mortgages will be 
incorporated in the pending Sparkman- 
Spence housing legislation, Samuel E. Neel, 
Washington counsel of the Mortgage Bank- 
ers Association, told delegates that the 
issue is by no means permanently settled. 

Saying that the public housing bill re- 
cently passed marked the most significant 
change in government’s housing role in the 
past 10 years, Mr. Neel declared that “‘it is 
now apparent that the federal government 
has assumed responsibility for assuring 
decent housing for all families of lower in- 
come and that this responsibility will be 
asserted for ‘middle income’ families ap- 
pears certain.”” He asserted that the pro- 
gram will cost somewhere between $6 
billion and $16 billion and the “question in 
most people’s minds is, now that it has 
started, can it ever be stopped or limited.” 

Mr. Neel said that many see in the gov- 
ernment’s secondary market facilities of 
the Federal National Mortgage Association 
about the same thing as direct lending, or 
at least an entering wedge. ‘“‘It is no news 
that the primary reason why VA 501 loans 
are being made today in any quantity is due 
to the fact that the FNMA is providing a 
market for such loans,” he added, with a 
warning that continued use of the FNMA 
system may almost inevitably lead to the 
passage by Congress of some direct lending 
legislation in the future. 

Public housing. Fears of mortgage men 
and builders that the new government 
housing program will seriously hurt their 
operations were termed groundless by 
Philip M. Klutznick, president, American 
Community Builders, Inc., Chicago. “I do 
not believe that the present enlarged pub- 
lic housing program can or will bring a 
collapse of private enterprise unless we, 
who make up that category, by inaction 
and downright stupidity insist on such an 
eventuality,” he maintained. ‘““The millen- 
nium will not be brought into being by 
public housing. The program will get off 
to a slow start. So long as private con- 
struction. stays at a high level, there will 
not be the pressure to force large* or in- 
creased volume of public housing in order 
to take up the slack in the economy... 
This means that we in our field must take 


advantage of a breathing spell afforded us 
to strengthen the industry’s operation in 
the low-middle-income housing market.” 

As to private financing, Mr. Klutznick 
foresaw a return to the pre-war mortgage 
pattern. He stated a belief that FHA Title 
VI, the section under which most war hous- 
ing and high percentage loan construction 
was handled, is all but dead. He also 
asserted that “‘the rental provisions of 608 
will continue to toss around for a short 
lime but sooner or later even that will go 
by the board.” 

Program’s scope. At least 50,000 hous- 
ing units in the Federal government’s new 
housing program will be put under con- 
struction during the current fiscal year and 
the full momentum of the program will be 
reached the following year, according to 
Raymond M. Foley, Administrator of the 
Housing and Home Finance Agency. His 
address was given by B. T. Fitzpatrick, 
Deputy Administrator. 

In defense of the program, Mr. Foley de- 
clared that “‘with the discretionary power 
in the President to accelerate or decelerate, 
in keeping with the economic situation, 
public housing activity can be a definite 
factor in the stabilizing of housing produc- 
tion so necessary to the stabilizing of hous- 
ing costs.””’ He pointed out that violent 
fluctuations of housing production of 
the past have contributed to high costs 
by encouraging restrictive practices, by dis- 
couraging steady high production of build- 
ing materials and ample skilled labor sup- 
ply, and by contributing to the growth of 
high marketing costs. 

Minority groups. While he said that 
the nation is now getting the low-cost hous- 
ing it has been asking for, and on liberal 
terms, Franklin D. Richards, FHA Com- 
missioner, predicted that more adequate 
housing for minority groups—particularly 
negroes—is another problem that will com- 
mand increasing attention. “The oppor- 
tunity in this field has been neglected by 
private enterprise,” he declared. “Our ex- 
perience has demonstrated that when the 
same standards are applied, race is not a 
factor in mortgage experience. The chief 
hazards occur when the purchaser pays 
more for the accommodations than they 
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are worth or when the price. is too high in 
relation to income. Urgency of the need 
often makes members of minority groups 
willing to undertake disproportionately 
larger obligations . . . Private industry 
should take an active interest in this neg- 
lected area because if private industry will 
not meet the demand to provide minority 
group housing, it cannot help but give 
impetus to the arguments of those who 
advocate direct mortgage lending by the 
government.” 

No easy task. That the mortgage 
banker faces uncharted seas ahead was the 
sober warning issued by George H. Doven- 
muehle, executive vice-president, Doven- 
muehle, Inc., Chicago. “We are to be asked 
to make loans of 25 years or more when we 
know that the cost of construction will 
vary greatly,” he pointed out. ““We know 
that technical improvements and new ma- 
terials may make many of our structures 
obsolete. We will be judged by our ability 
to produce a large volume of loans under 
‘such conditions—and then by our ability 
to keep them in good standing. It will be 
no easy task. 


Business Vs. Statism 


If the trend toward “statism” and a gov- 


| ernment-dictated economy is to be halted, 


American business must stop talking nega- 
tively and step up its offensive to provide 
more of the social and economic benefits 
the public needs and wants. 

So says progressive industrialist Walter 
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Three personalized checkbooks 
that spell customer satisfaction and 
more accurate sorting and filing, 
plus a saving in money, to all banks 
that sell them. 


THE TRAV-LER: You all know 
about this checkbook. It is our 
popular Personalized Pocket Check 
already used by several million 
people. We have just given it a 
new name to tie it in with its two 
new companion check books. 


THE SECRETARY: Exactly the 
same as The Trav-ler except that 
it is bound three checks to the 
page for the desk at home. With 
the attractive, gold-stamped cover, 
three hundred checks sell for $2.00. 
















THE EXECUTIVE 


THE SECRETARY 


THE EXECUTIVE: Again the 
same construction —three-on-a- 
page with the convenient, single- 
line register—except that this book 
uses the large-sized customer's 
check. Designed for the business 
or professional man who keeps 
his book in his desk at the office. 
Same attractive gold-stamped 
cover, three hundred checks for 
$2.75. 


These three checkbooks “round 
out the line’’ and provide a per- 
sonalized check for the pocket, the 
home, the office. Why not sell all 
three and eliminate your check 
expense? Write for samples and 
detailed information. 
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CHECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 


















WALTER H. WHEELER, Jr. 


Urges a positive approach 


H. Wheeler, Jr., president of Pitney-Bowes, 
Inc., in a recent hard-hitting talk that must 
have stirred the Boston Rotary Club. 

“It seems to me that we greatly under. 
estimate the appeals of socialism and the 
Welfare State,” the postage meter execu- 
tive warned. ‘“‘Put yourself in the shoes of 
the average American worker . . . and ask 
yourself how these things would look to 
you: Complete medical protection, ade- 
quate pensions upon retirement, broader 
educational opportunities through federa FF 
aid, guaranteed annual wage, full employ- 
ment, etc.” 

Negative selling. Declaring that the 
approach of business and industrial leader- 
ship to the problem needs to be reassessed, 
Mr. Wheeler asked: ‘‘When sales research 
shows that the public wants a new feature 
on a product, what do we do? Do we begin 
looking for excuses not to provide it? Do 
we say, it’s too costly, the public can't 
afford it, and therefore shouldn’t have it? 
Do we then enlarge our advertising budgets 
in order to tell the public, like a Dutch 
uncle, that the new feature it wants is in- 
practical, costs too much, and it had better 
forget the whole thing; that the product, as 
it stands, is the best the world has known. 
and the public is lucky to have it; that, as 
a matter of fact, we'd all be better off if we 
cut out some of the popular features it nov 
has, and returned to the ‘good old product’ 
of twenty years ago? 

““Isn’t it time we in business and industry 
looked at the goals of socialism with a sales 
manager’s eye,” continued Mr. Wheeler. 
“to see how nearly we can meet them in 
private enterprise? Isn’t it time we attack 
the problems of the social and economit 
needs of our people with the same optim- 
ism, enthusiasm and determination that we 
give to solving our sales problems? Isn’til 
time we begin anticipating social and eco- 
nomic reforms, as well as the spiritual needs 
of man, instead of acquiescing, step by 
step, in bitter frustration, to government?” 

Courses of action. The greatest threal 
to free enterprise, Mr. Wheeler believes, 18 
the business cycle and the mass unemploy- 
ment which its depressions bring. He 
called the recent minor recession discourag- 
ing in that business action—‘‘our unwal-f 
ranted and panicky reductions of inven- 
tories’—contributed more to the dip than 
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S. T. M. FREY 
Vice President 
Far West District 


E. F. EBERT 


“ 


J. P. DREIBELBIS 
Vice President 
in Charge 
Out of Town Division 


HESE men are part of a Bankers 

Trust Company team whose 
responsibility is the handling of the 
Bank’s out-of-town business. 

The aim of each man, and the 
experienced staff working with him, 
is to help our customers with their 
New York banking arrangements, 
and to point the way to the effective 
use of the many services this Bank 
offers. 

Here are six typical services that 
are available to you: 


Government and Municipal Bonds 

As a primary dealer we maintain an 

active market. All prices are net. 
Portfolio Analysis 

We will analyze your bond account, 


November, 1949 


Vice President 
Southwest District 


R. B. HOBBS 
Vice President 
SouthAtlantic District 


W. E. BLAKELEY 
Vice President 
Middle West District 


_ NORTH 
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DISTRICT 


J. S. TABER 
Vice President 
North Central District 


Vice President 


N. E. and Middle 
Atlantic Districts 


DISTRI 


MIDDLE 
ATLANTIC 
DISTRICT 






SOUTH ATLANTIC 


How these 7 men work for you and your bank 


advise on arrangement of maturities, 
recommend what to buy and sell. 


Pension Plans 
We will be glad to work with you 
on your own pension problems and 
those of your customers. 

Collections 
Fast, dependable collection of cou- 
pons, bonds, checks, notes, drafts, 
trade acceptances, bills of exchange. 
Credit Information 

Prompt, thorough reports prepared 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 




















DISTRICT 


by a large and well-trained staff. 


Foreign Banking 


Including collection of foreign 
items, exchange transactions, and 
financing of overseas shipments. 
You will find that these men go 
beyond the routine in the handling 
of your business. They will be glad 
to work with you on any of the 
problems that concern banking 
transactions in New York. 
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CANADA’S 


OIL 


FIELDS 





The Royal Bank of Canada can answer your 
customers’ questions about Western Canada’s 
fabulous oil development whether they are 
interested in oil financing in any of its 
aspects or wish sound advice on establishing 


business connections in Canada. 


The Royal Bank has had branches in 
Canada’s oil fields since the earliest days. 


Our branch in Turner Valley was opened in 


1928 — in Leduc, we opened just one day 


after the first producing well was completed— 


in Devon and Redwater, our branches 


opened last spring. So closely identified 


has this bank become with Canada’s oil 


development that it has become known as 


the “R-Oil.” 


Please address your enquiries to— 
E. B. Durham, Supervisor, 
The Royal Bank of Canada 
Calgary, Alberta 
CANADA‘S “‘‘OIL’’ BANK 


See the Royal about Canada’s oil 





55 Branches in Alberta, the "oil" province. Over 
720 branches in Canada, the West Indies, Cen- 
tral and South America. New York, London, and 
Paris. Head Office, Montreal. 


ASSETS EXCEED $2,222,000,000 
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ROYAL 
BANK 


OF CANADA 





any other single factor. 

“Obviously,” he said, “there is a lim t be. 
yond which no individual businessma:: cap 
go in placing public interest above the 
security of his own business, but we need ty 
explore that limit. 
found it yet.” While acknowledging thaj 
we can never insure our economy agains| 
all fluctuations, Mr. Wheeler contends tha} 
we can do a great deal to minimize them, 

Other points from which business cap 
“mount offensives” against socialism were 
said to be profit sharing, and more effective 
ways of treating employees frankly and 
honestly as individuals. 
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Broader Horizons 


That business must set its sights far be- 
yond its own narrow horizons, and demon- 
strate its pre-eminent interest in improving 
the conditions of daily life, is the equally 
challenging opinion of C. Hamilton Moses, 
president, Arkansas Power and Light Com- 
pany, who was singled out as the South’; 
““Man of the Year” in both 1947 and 1948. 

His views were expressed at the Third 
Annual Awards Dinner sponsored by the 
Detroit Trust Company, at which 31 
plaques were presented to Michigan corpo- 
rations for outstanding annual reports. 
More than 500 business executives from all 
parts of the state, and representatives of 
banks throughout the country, attended 
this highly successful event. 

Also practices. In preaching the need 
for business enterprises to take an active 
interest in the homes, churches and schools 
of their communities, Mr. Moses could cite 
the noteworthy activities of his own corpo- 
ration in this regard. The utility has not 
only taken the lead in helping to balance 
the Arkansas economy through attracting 
new industry, but has sent company repre- 
sentatives into the smaller communities 
and schools throughout the state, to talk 
directly with the people and to assist them 
in their problems. It has inundated the 
state with prize-winning annual company 
reports, circulated questionnaires on public 
opinion, distributed replicas of historic 
documents displayed on the Freedom 
Train, etc. 

Such activities have been in line with 
Mr. Moses’ belief that the main responsi- 
bility of the utility company is not to stock- 
holders, employees or customers, but to the 
2,000,000 citizens of Arkansas. 


A 































































Much to Learn 


The willingness of the public to look to 
Government for the solution of their prob- 
lems does not necessarily mean a decline in 
the importance of free enterprise, but does 
pose greater demands on our productive 
capacity. 

In making this contention recently be- 
fore banking groups, Meyer Kestnbaum, 
president Hart Schaffner & Marx, Chicago, 
explained: ‘Government has assumed cer- 
tain broad social responsibilities which, in 
the final analysis, can be paid for only 
through the operation of a successful enter- 
prise system. It is proper that govern- 
ment should indicate the areas in which 
progress is to be made, but we have a greal 
deal to learn about the techniques by which 
government can guide our economic system 
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without disturbing it unduly and without 
destroying the incentives that make it 
enterprising.” 

Danger is within. Mr. Kestnbaum 
thins that we have little to fear from alien 
docirines, and that on the contrary our 
high!y productive industrial system and 
standard of living are a constant threat to 
totalitarian economies. The real danger, 
he believes, lies in our lack of understand- 
ing of the system and a lack of wisdom by 
our leaders. 

While the American economy demon- 
strated its productiveness during the war, 


| and its vitality in meeting the strains of the 


post-war period, Mr. Kestnbaum declares 
that it now faces a test of its adaptability 
that is perhaps most difficult of all, “for we 
must now adapt ourselves to a new set of 


> social forces which call for a wider distribu- 


tion of a high standard of living.” 
He does not doubt our ability to meet 


| this test “provided we maintain an atmos- 


phere that is favorable to the development 
and expansion of our competitive enter- 
prise system. Business must have confi- 
dence in the essential soundness of govern- 
ment’s monetary and fiscal policies, and, in 
turn, must demonstrate that it is ready to 
assume larger responsibilities.” 


Sd Sd Sd 
Dollar Responsibility 


The most important responsibility of men 
in financial positions, such as the heads of 
banks and insurance companies, is to do 
everything within their power to maintain 
value of the dollars placed in their custody. 

This is the emphatic view expressed by a 
leading retailer, Philip LeBoutillier, presi- 
dent, Best & Co., and a director of the 
Commercial National Bank and Trust Co. 
of New York. 

Alarmed at the reduced purchasing 
power of the dollar, as illustrated below, 
Mr. LeBoutillier believes that present 


What’s your problem in 


PERSONALIZED CHECKS? 


We make them for EVERY type of depositor: 


e COMMERCIAL 
e PERSONAL 
e SPECIAL 


If your problem is economy, 


you'll find our prices lowest in 
the field Quality, too! 


If your problem is the proper 
position of the routing symbol, 
we print it just where the Fed- 
eral Reserve and A.BA. want 
it. Not one cent of extra cost— 
irrespective of volume. 


if your problem is how many 
checks to order per depositor, 
we'll personalize 20, 25, 40, 50, 


100, 200 or more, at a time. 
Suit yourself and the depositor. 


If your problem is getting 
away from big commitments in 
check paper and lithography, 
your worries are over. Our price 
per book represents your com- 
plete and only cost. We absorb 
wastage and storage — and in- 
evitable inventory discrepancy. 


Yes, we can serve you well! 


CheckHasler 


SYSTEMS, INC. 


270 MADISON AVENUE, NEW YORK 16, N. Y. 














VALUE OF DOLLAR 
1913 — 1949 








Paid on Savings 
and Investments 


DIVIDENDS paid twice a year 
each June 30th and Decem- 








Based on Consumer's Price index (8. L S.)—1913=100. 
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Cause for alarm 


pricing, taxing, wage and spending policies 
are fundamentally wrong and, if not 
promptly changed, will bring the dollar to 
economic ruin. 

_ He contends that the heads of banks and 
lusurance firms should make this clear to 
the millions of depositors and policyholders 
how being defrauded of a portion of their 
savings through deficit financing, extrava- 
Sant taxing and spending, and an incon- 
Vertible currency. He does not consider 
that these financial institutions are dis- 
charving their full responsibility by being 
able to pay out in dollars on claims and 
withrawals; their greatest responsibility, 
in his opinion, is that the dollar paid out 
should have equal purchasing power with 
the dollar taken in. 
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ber 31st. All accounts insured 
against loss up to $5,000.00 


By Federal Savings and Loan Insurance 


For greater profit on your savings, 


ALICE SAVINGS 
LOAN ASSOCIATION 


P. 0. Box 60 








3% vrvun 


CURRENT DIVIDEND RATE 


Corporation 


SAVE at 


61 N. Wright St. 
ALICE, TEXAS 
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GD PREFAB WOOD SHELVING 


it can—with LIBERTY Prefab Wood Shelv- 
ing. No buying lumber—no hiring carpenters 
—anyone can set it up without the use of 
tools—and it is portable. LIBERTY Prefab 
Wood Shelving has an advantage over 
permanent carpenter built shelving in that 
it may be taken apart and set up in a new 
location in a few minutes. 

A unit contains 6 shelves 42” x 24” and 
stands 84” high with 12%” clearance be- 
tween shelves. Extension units available. 
Write today for New Catalog of 
FREE Record Storage Products, Circular 


CATALOG) and Prices on Liberty Prefab Wood 
Shelving. 














BANKERS BOX COMPANY 


hed 1918 





720 S. Dearborn Street, Chicago, Ill. 
















































FIELD 
WAREHOUSING 


Warehouse Receipt Loans 
Against Inventory 





For Warehouse Receipt Loans against inventory 
stored right on your customers’ own premises. The 
quality of our Field Warehouse Service is guaranteed 
by our proven experience, substantial financial re- 
sources, adequate legal liability and fidelity insur- 


ance and our record of successful operation. 


* 


OPERATING OFFICES 


128 Jackson St., Albany 1, Ga. e Healey Bidg., Atlanta 3, Ga. « 60 State St., Boston 9, 
Mass. « 14 Lafayette Square, Buffalo 3, N.Y. « Liberty Life Bldg., Charlotte 2, N. C. 
173 West Madison St., Chicago 2, Ill. e Thomas Bldg., Dallas 1, Texas « National Bank 
Bidg., Detroit 32, Mich. « Roosevelt Bidg., Indianapolis 4, Ind. « 121 W. Forsyth St., 
Jacksonville 2, Fla. « 520 W. Seventh St., Los Angeles 14, Calif. « 39-45 No. Third 
St., Memphis 3, Tenn. « 2511 S. W. 24 Court, Miami 33, Fla. « 404 St. Charles St., 
New Orleans 12, La. « 16 So. Broad St., Philadelphia 2, Pa. « Keystone Bidg., 
Pittsburgh 22, Pa. * 425 East 8th St., St. Paul 1, Minn. « 235 Montgomery a, 
San Francisco 4, Calif. « University Bldg., Syracuse 2, N. Y. 


New York Terminal Warehouse Company 
25 SOUTH WILLIAM S'., NEW YORK 4, N. Y. 
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Federal Reserve Forum, Minneapolis, for potential bank officers 


Federal Reserve Forum 


One of the really noteworthy and un- 
usual educational projects in banking is the 
annual forum which the Federal Reserve 
Bank of Minneapolis conducts for the 
“comers” in the ranks of Northwest banks. 
To the two-day session are invited not the 
top executives but junior officers and key 
employees from the six states comprising 
the Ninth Federal Reserve District. 

At this year’s forum, fourth in the series, 
bank operating problems were emphasized, 
although matters of vital economic policy 
were also explored. 

In the kickoff address in which he de- 
plored the potential executive material 
that is passed up becausé of failure of banks 
to develop talent, John N. Peyton, presi- 
dent of the Federal Reserve Bank of 
Minneapolis, pointed out that the primary 
objective of the forum is to give potential 
bank executives that “theoretical and 
technical education that may best prepare 
them for future responsibilities.” 

Reinflation warnings. Harold Stonier, 
executive manager of the American Bank- 
ers Association, warned of the dangers of 
increasing the national debt through defi- 
cit financing, and foresaw the prospect of 
areappearance of inflationary factors in our 
economy. He added that unless the debt 
can be managed under our present govern- 
mental setup, taxes cut, and production 
encouraged, our country would have to face 
the same stringent economy measures that 
now exist in England. 

Along a similar line of thought, Dr. 
Karl R. Bopp, in a discussion on Federal 
Reserve Bank credit regulation policies, de- 
clared that nobody knows how soon it may 
be before it is necessary to increase credit 
restraints again. He emphasized the need 
lor flexibility of credit controls which, he 
opined, should be tightened or relaxed as 
general economic conditions require. 

The forum speakers then devoted a 
Major part of their discussions to specific 
bank operating problems, concentrating on 
modern banking methods, the time-saving 
and competitive value of up-to-date equip- 
ment, the advantages and disadvantages of 


— versus dual posting, and similar 
opics. 
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In a detailed discussion on improved 
methods of bank operations for small banks, 
John Carlander, president, State Bank of 
Faribault, Minnesota, stated that many of 
these banks had not kept abreast of new 
developments but were apt to follow old 
routines that had become “habit.” He 
declared that each teller should operate 
with his own cash, adding that the method 
of several tellers operating out of the same 
cash belonged to the horse and buggy era. 
He pointed out that a central proof system 
can be established at nominal cost, is a 
definite check on tellers, and can be in- 
stalled in the smallest banks. Mr. Car- 
lander also praised the value of the endors- 
ing and teller’s machines for country banks. 

Operational improvements. Donald 
W. Westbee, vice-president and cashier, 
Red River National Bank, Grand Forks, 
North Dakota, told how a time study on 
tellers’ machines eventually improved the 
competitive position of his bank. The 
teller machines not only saved 18 per cent 
in time over the old passbook method, but 
they saved each teller an average of 30 
minutes a day for additional duties, thus 
eliminating most of the overtime wages. 

The subject of single versus dual posting 
came into prominence in an address on 
cost-cutting by Forrest Hedger, vice-presi- 
dent, National Citizens Bank, Mankato, 
Minnesota. The method to be used, ac- 
cording to Mr. Hedger, was up to the indi- 
vidual bank. One distinct advantage of 





dual posting cited was the ease of cross- 
checking; whereas single posting, though 
faster and more economical as far as equip- 
ment is concerned, was subject to occa- 
sional errors. 

Another aspect of the forum included a 
look “behind the pages” of the Monthly 
Review published by the Reserve Bank, 
with a presentation of economic trends and 
statistics. This panel was presided over by 
Oliver S. Powell, first vice-president, Fed- 
eral Reserve Bank of Minneapolis. Other 
members, all personnel of the Federal Re- 
serve Bank of Minneapolis, included 
Franklin L. Parsons, associate director of 


research, Oscar F. Litterer, industrial 
economist, and Judith Weiss, assistant 
economist. 


Other topics discussed included bank 
agricultural policies, trends in farm build- 
ings, bank employee training programs, pub- 
lic relations, and internal proof systems. 
The forum meeting closed on a report on 
the Hoover Commission by Frank P. Leslie, 
vice-president, The John Leslie Paper 
Company, Minneapolis, Minnesota. 
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Banking Schools Note 
Progress 

After five years of rapid development, 
the School of Banking at the University of 
Wisconsin has grown from an original 
47 students to a student body that num- 
bered 599 in 1949. An anslysis of the 
student body shows a representation of 
some 28 states and the District of Colum- 
bia. This year’s graduates numbered 140 
students. 

The commencement address was de- 
livered by Evans Woollen, Jr., president, 
American Bankers Association, and chair- 
man of the board, Fletcher Trust Com- 
pany, Indianapolis, Indiana. He was 
introduced by Harry C. Hausman, chair- 
man, board of trustees, and secretary of 
the Illinois Bankers Association. In point- 
ing out the complexities and ramifications 
of banking, Mr. Woollen declared: 

“Great bankers will be the first to tell 
you that they cannot be competent in all 
of the aspects of our calling. This means 
an inevitable dependence upon specialists. 


1949 Graduating Class, School of Banking, University of Wisconsin 
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PEOPLES 
FIRST 


Think of Pittsburgh as a cleaner city 
—one which is providing better living 
and working conditions than are cus- 
tomarily associated with large indus- 
trial centers. Its smoke abatement 
program is clearing the skies... “Pa 
Pitt’s Partners” are cleaning streets 
and buildings—two activities which 
have won nation-wide acclaim. Plans 
for river cleanup are progressing 
rapidly, too. 

Pittsburgh presents an attractive 
welcome to new business and new 
residents . . . And Peoples First Na- 
tional, with its 15 completely staffed 
offices, will welcome the opportunity 
to co-operate with you on projects in 
this area. Your inquiries are invited. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member F.D.1.C. 








| Advisers. 








Vermont Institute of Banking, University of Vermont 


There is your opportunity and your chal- 
lenge.” 

This year’s Yearbook was dedicated to 
Herbert V. Prochnow, director, The School 
of Banking, and vice-president, The First 
National Bank of Chicago. The seminar 
sessions were under the direction of John 
K. Langan, vice-president, Federal Reserve 
Bank of Chicago. School registrar was 
Wall G. Coapman, secretary, Wisconsin 
Bankers Association. 

o 


Progress also was noted at the Vermont 
Institute of Banking, at the University of 
Vermont in Burlington, where officers and 
directors from 24 of the state’s 77 banks 
attended the institute’s second annual 
session. 

Admission requirements were broadened 


| this year to include all officers as well as 
| directors and trustees of Vermont banking 
| institutions. 


The school was designed to 
furnish information and instruction of 
practical value to bankers in position of 
management. 

The seminar included five days of classes 
on the subjects of loans, agriculture and 
mortgages, costs, personnel, and the out- 
look for investment and banking. 

The Institute’s opening address was 
delivered by John D. Clark, a member of 
President Truman’s Council of Economic 
John C. Corskie, assistant 
treasurer and secretary, Capital Savings 
Bank & Trust Company, Montpelier, is 


the director of the Institute; and Kingsland 


D. Wee, 
Bankers Association, the registrar. 


executive secretary, Vermoni 


* ¢ 


Bank Radio Programming 


Among 37 banks in New York State 


taking part in a survey this summer, 15, or 
40.5 per cent, purchased radio time for ad- 
vertising in the past 12 months. 
reported using more than a 15-minute pro- 
gram, and many used even shorter times 


No bank 
















on the air. Newscasts were reported as the 
favorite program for bank commercials. 

The 60 per cent not using radio as part 
of their advertising program indicated that 
the coverage of local stations was not suit- 
able for them. Either the bank was just 
outside the effective range of a station, or 
there were several stations in their city and 
they felt they could not afford to take time 
on all of them in order to get as complete a 
coverage as newspapers could give. 

Other banks in or near New York City 
explained that the cost of a program ona 
major station was too great, while the 
neighborhood stations could not compete 
with the large outlets for audiences. Some 
bank advertising men felt radio advertising 
could not be directed to the particular seg- 
ment of the total population they wanted 
to reach. 

The banks using radio found it well suited 
to their purposes, and instances of good 
response to radio advertising were reported. 
They agreed that radio announcements 
should be addressed to particular groups ol 


Radio Quiz Kid Panel, sponsored by Savings Banks of New York 
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people—those needing home repairs, those 
without savings accounts, small business 
men--and not spread out to include the 
entire radio audience. 

Only one bank among the 37 reporting 
used television. The others, for the most 
part, simply stated there was no television 
outlet in their community. 

Quiz kid panel. Two highly-successful 
bank radio programs now on the air are 
New York’s first Quiz Kid Panels, spon- 
sored by the Savings Banks of New York 
State. One show is aired in New York 
City, the other from Syracuse. Both pro- 
grams are under the sponsorship of the 
Savings banks state-wide promotional cam- 
paign. 

Fourth to ninth graders participate in 
the shows, and each participant receives a 
ten dollar award to be added to his Sav- 
ings Bank Account. Publicity for the pro- 
grams included 690,000 stuffers, 1,300 
tellers’ window strips and over 150 posters. 

Priceless heritage. An educational and 
1] public service program is also sponsored by 
the Peoples First National Bank & Trust 
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_ Company, Pittsburgh, Pennsylvania, called 
“ - “Americans! Speak Up!’ The program is 
ters devoted to the future of America and the 
> pre stimulation of thinking and encouragement 
shoe of the American way of life. 

nite Commenting on the bank’s sponsorship 
Is of this thought-provoking program, Mr. 
5 part Robert C. Downie, president, First Na- 


1 that tional Bank & Trust Company, said: 
“Our bank is sponsoring these programs 


ar as a public service, for we feel that they will 
get help stimulate thinking and encourage ap- 
7 a preciation of our constitutional principles 
af oe and economic freedom. 

rere Some of the prominent Americans who 


will speak their minds in the series of pro- 
City FE ams are Ernest T. Weir, Captain Eddie 
es Rickenbacher, Reverend Norman Vincent 


. Peale, Gene Tunney, Robert Montgomery, 
mee and Ginger Rogers. 
Some r « * 
rtising 
ir seg- 
ante & Junior Farmer Loan 
i Program 
suite 
* good To encourage 4-H Club members and 


eek Future Farmers of America (FFA) chapters 
ments "the production of choice livestock and 
dairy herds in the Wallkill Valley, the 
First National Bank & Trust Company, 
Walden, New York, is promoting a very 
liberal co-operative livestock raising pro- 
gram through the bank’s loan department. 

Although this has been a practice in 
many areas of the country, the unusual 
part of this loan program is the interest 
tate of 2 per cent, which actually only pays 
for the rate the bank presently is paying 
out on its interest accounts. This is 
charged so that the junior farmers will 
know that they are not getting something 
for nothing. 

Keeping conventional red tape to a 
minimum, all the bank requires of the 
junior farmers is that they fill out simple 
loan applications which must be approved 
by the bank farm committee prior to the 
purchase of young stock. 

The note may be repaid at the end of 
one year, or renewed for one more year. 
All notes must be liquidated at the end of 
the second year. Present rules provide 
that two loans may be arranged in one 
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Hit Carson knew the value of 
DIRECT ROUTING 


HEN KIT CARSON guided the wagon 
trains, “direct routing” often meant 
detouring, twisting, turning... anything to 
get through. 
But bankers today, who use Bank of 
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America service, know that direct routing ites 
to California means direct routing. Your es 


California collections may be sent to the is 
point of payment—the local branch of this renee 
bank—in any one of more than 300 com- 
munities. One account with the San Fran- 
cisco or Los Angeles Office of Bank of , 
America makes this fast service available 
to you. Address your inquiries to Bank of 
America, 300 Montgomery Street, San 
Francisco 20; or 660 South Spring Street, 
Los Angeles 54. 

Foreign branches in London, Manila, 
Tokyo, Kobe, Yokohama, Shanghai. New 
York representative: 44 Wall Street. Corre- 
spondents throughout the world. 


Bank of America 


NATIONAL fR9SNS2 ASSOCIATION 
California’s Statewide Bank 
Bank of America Travelers Cheques are known the world over. 


Sell them to your customers, some of whom may be coming to 
California during this Gold Rush Centennial year. 
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MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION © MEMBER FEDERAL RESERVE SYSTEM 








program must be exhibited at the annual 
county fair. 
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Magicast Display 


Something new in the art of display ad- 
vertising was introduced to Park Avenue 
pedestrians in New York recently, resulting 
in considerable publicity for the Empire 
City Savings Bank and George L. Butler, 
secretary. 

The eye-arresting display featured the 
smiling countenance of Santa Claus, which 
in itself is an unusual feature for Septem- 
ber. But even more amazing to onlookers 
was the way the face turned with them as 
they passed the window. 

The remarkable illusion is the result of a 












































**Motion without mechanics,’ Empire City Savings 
Bank, New York 
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MEASURING New England 


this section a valuable aid in producing 
prompt results, however difficult or 
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unusual the task. os 
“Outstanding Strength” for 113 Years & 
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Whatever your banking problem may i 
be, you’ll find the Shawmut Bank’s FOr 
ability to gauge business conditions in S 
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Shawmut Bank |: 

40 Water Street, Boston Os 

Member Federal Deposit Insurance Corporation FO] 
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1862 - 1949 
87 Years in Latin America 


Saxty branches in twelve South and 
Central American Republics and 


Nine branches in England, France, Por- 
tugal and Spain are at your service. 


Complete International 
Banking Service 


BANK OF LONDON & SOUTH AMERICA 
Limited 


HEAD OFFICE: London, England 
New York Agency: 34 Wall Street 












patented process called “‘Magicast,”’ avail- 
able at Wonder-Art, 251 West 57th Street, F 
New York. The deeply concave type of 
portraiture used in the patented Magicast & 
display makes Santa’s entire head seem to 
turn and follow you, yet there are no mov- & 
ing parts in the poster. Signs on either side 
of the head explained the illusion: 

“Here is something new . . . We knowit 
isn’t Christmas, but just the same, we 
thought you would be interested in viewing 
a revolutionary development in the displa\ 
industry which is ‘motion without me- 
chanics.’ ” 

And: ‘Does Santa’s head move?... li 
seems to, doesn’t it? He looks at you from 
every angle, and seems to follow you 
everywhere. This is the result of Magicas 





The only tie-in with banking was a car 
saying, “Start Saving Now for Christmas 
and Your Future.” Other banks had or- 
dered similar posters, but were holding 
them for Christmas. Mr. Butler explained 
his pre-season showing this way: 

“‘We just wanted to be the first bank in 
the world to display this remarkable illv- 
sion. It looked good enough to use it 
twice, two weeks now, as well as at Christ- 
mas.” 

Other bankers, on whom he had jumped 
the gun, were inclined to agree with hin. 
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Diagonal Counter Adds 
Lobby Space 


An optical illusion which makes the 
banking room proportions look larger has 
resulted from the architect’s designs for 
remodeling the quarters of the First Na- 
tional Bank in San Leandro, California. 
It may offer some suggestions for other 
suburban and country banks. 

The building exterior was first stream- 
lined in buff and green, its modern appeal- 
ance accentuated by new plate glass doors 
and tall windows of banking room height 
installed in the front and along one open 
side of the structure. 

Instead of the two tellers’ counters 
which formerly ran parallel lengthwise to 
the room and enclosed a long rectangular 
area, the right counter line for tellers’ win- 
dows was moved back three feet. On the 
left side the officers’ space was enlarged 
and moved back, the adjoining note and 
discount department moved to the rear 
and the long counter slanted towards the 
left. This resulted in the two counters now 





















enclosing a blunt triangular-shaped space 


some 12 feet wider across the base, and 


Burroughs Clearing House 
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Vee letterhead paper youll find in of ices where decisions count! 


Every day, more and more leaders in the world of finance are selecting Cockletone 
Bond for important bank correspondence. They prefer this finer letterhead paper because 
its “heavier” quality feel, lively snap and rich shade of white add authority and impres- 
siveness to business messages. We invite you to consider the advantages of appointing 
Cockletone Bond as your bank’s representative. You'll be surprised at its moderate cost. 


THE FINEST LETTERHEAD PAPER EVER PRODUCED BY HAMMERMILL CRAFTSMEN 


For the name of a member of the Hammermill Guild of Printers, ready and willing to supply your printing needs on 
Hammermill Papers, call Western Union by number and ask for ‘“‘Operator 25.’ 


MAIL THIS COUPON NOW...for your FREE 


OF 
— AL SA TS A A A SA RRS NMS GemSNR CEE MRE aN PRINTERS 


Cockletone Bond portfolio containing spec- Hammermill Paper Company 
1503 East Lake Road, Erie, Pennsylvania 
Please send me— FREE—the Cockletone Bond 
portfolio and sample book. 


em mmen mich 


imens of good modern letterhead design 
which you will find useful in improving or 


redesigning your present bank letterhead. 





With it we will include 








Name 





a sample book of Cock- 


letone Bond. Position 





(Please attach to, or write on, your business letterhead) BCH-NO 
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= mes How much 


does each statement weigh? ...and how much 
does it cost the bank not to know?...in costly 
overpayment of postage, or in “Postage Due” 
letters that irritate depositors or customers ! 
Best answer to ““How Much?” is a Pitney-Bowes 
precision Mailing Scale—the model S-120 . . . with automatic 
pendulum action that weighs mail accurately—and fast!... 
with one ounce graduations spaced one half inch apart 

to show exact postage required at a glance!...And 


a PB scale lasts for years! ... Also available: a 70 Ib. Parcel 
Post Model . .. write for illustrated brochure . . . now! 


tial 
ener 
w 


PITNEY-BOWES Mailing Scales 


PITNEY-BOWES, INC., 3103 Pacific St., Stamford, Conn. 
... Originators of the postage meter... offices in 93 cities. 








providing 500 square feet more lobby floor 
space than before. The floor traffic moving 
from the eight tellers’ windows on the 


Rearrangement adds 500 square feet to lobby space at 
First National Bank, San Leandro, California 


Both before and after floor plans are shown at the right in the 
The plate glass doors and ceiling-high windows, 
below, accentuate the illusion of added space 


drawing. 





right, the four windows of the note and 
discount department on the left, and the 
safe deposit department 









at the rear of the room can now oye 
freely without the former confusion. 
The entrance doors were moved an( 


Assoc! 
manag 







centered leading into the enlarged lobby “og 
area, so that visitors looking through the the N 





doorway feel that the banking room look; 
larger than it actually is. 

Back of the banking room new modenfl 
rest room facilities have been provided fo 
the staff; a room for directors’ meeting 
and conferences; and an attractive en.) 
ployee’s lunchroom including a compae| 
unit with a sink, electric stove and lang 
refrigerator equipped with a deep freez 
compartment. 
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Auditgram’s Silver 
Anniversary Issue 


Celebrating a quarter of a century of 
service to the bankers of this country, the & 
National Association of Bank Auditors and 
Comptrollers recently released the Silve 
Anniversary Issue of AUDITGRAM, The 
Magazine of Bank Control and Operations. 

The issue’s first 45 pages are devoted ep. 
tirely to the anniversary celebration, be 
ginning with a foreword by Paul D. Wil 
liams, N. A. B. A. C. president, on the 
Association’s 25 years of progress, and eni- 
ing with a brief history of the AUDIT. f 
GRAM itself. 

Congratulatory letters and _ telegram fy 
from the country’s leading financial or ¥ 
ganizations and associations crowd several 
pages of the anniversary issue. These me- 
sages came from such financial leaders a 
Preston A. Delano, Comptroller of the f quar 
Currency, Maple T. Harl, chairman, Fed. varic 
eral Deposit Insurance Corporation, — Exec 
Thomas B. McCabe, chairman, Board oi) Exec 
Governors, Federal Reserve System, Evans J “ate 
Woollen, Jr., president, American Banker § 
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bank 
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MOvel™ Association, Harold Stonier, executive 


manager, A. B. A., and others. 














andj = Anniversary articles include a brief his- 
‘obby lM tory of the association, its activities, and 
h thei the N. A. B. A. C. Family Album of past 
Looks 
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Silver Anniversary issue 
egrams 
jal or- : 
several @ presidents, present officers, directors and 
se mes state officials. 
ders as A story on the N. A. B. A. C. head- 
of the} quarters office with pictures, honors the 
n, Fed) Various members of the official staff: 
ration, @ Executive Director Evan M. Johnson, 
oard of Executive Secretary D. R. Cochard, Asso- 
Evans) ciate Editor Edward Lucht, and Harry E. 
3ankers Mertz, secretary to technical committees. 


A four-page layout of present and obsolete 
banking machines, more convention pic- 
| tures, and a brief history of the Associa- 
tion’s magazine, “‘formed with the purpose 
aie of fostering, developing and promoting in- 
oo terest in and betterment of bank auditing 
_— and comptrollers’ functions for all banking” 
ROOM completes the anniversary section. 
r The balance of the magazine contains 
! those articles generally published in the 
AUDITGRAM’S regular issues. 
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The “Tu-Vu’’ Envelope 


Banks and corporations with a large 
volume of registered mail have evinced in- 
terest in a new system for handling stock 
transfers and split-ups by mail. 

The “Tu-Vu” system, incorporating a 
window envelope that has two windows 
instead of the usual one, was created by 
Louis Baldwin, a staff member of the 
Operations Department of Central Han- 
over Bank and Trust Company in New 
York. 

He found that the two-window system 
not only saved time in the bank’s Stock 
Transfer Department, but that it reduced 
costs and eliminated many of the depart- 
ment’s errors. The name and address of 
the addressee appears in the right-hand 
§ Window, the registry number for registered 
mail in the other. This has already been 
approved by the post office. 

In ‘he past, it was necessary to prepare 
the new stock certificates being mailed out, 




















Guaranty Trust Company of New York 


140 Broadway 


Fifth Ave. at 44th St. 
LONDON ° 


Madison Ave. at 60th St. 
PARIS 


Rockefeller Plaza at 50th St. 
. BRUSSELS 








Condensed Statement of Condition, September 30, 1949 


RESOURCES 
Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers. . 
U. S. Government Obligations . . 
Loans and Bills Purchased . . 


Public Securities . . . . -$ 68,482,159.51 


Stock of Federal Reserve Bank . 
Other Securities and Obligations . 
Credits Granted on Acceptances . 
Accrued Interest and Accounts 
Receivable. . . . . 


Real Estate Bonds and Mortgages 


- $ 581,726,047.22 





Bank Premises . . . . «© «© « 


Other Real Estate . . ... - 


Total Resources . . 


Capital . . © . ° . . 
Surplus Fund ....- «6 « 











» «+ « « « 1,102,405,250.90 

. + ie 8 956,427,339.70 
9,000,000.00 
7,214,957.10 
8,428,729.88 
8,161,870.59 
2,936,827.13 

104,224,544.21 

ia* «4 5,043,563.00 

co a 36,012.78 

© © « « «+ $2,749,862,757.81 

LIABILITIES 

-$ 100,000,000.00 
200,000,000.00 
71,661,565.29 


Undivided Profits . . . . - 





Total Capital Funds . . 
Deposits . . . +. . « -» 
Treasurer’s Checks Outstanding . 


. $2,280,719,746.78 


- $ 371,661,565.29 
34,532,851.79 





Total Deposits . ... . 
Acceptances . . - -« + « 
Less: Own Acceptances Held for 

Investment . . . .- « « 


© 0 «© « « «62,315,252,598.57 
13,248,391.01 


4,440,167.96 





Dividend Payable October 1, 1949 

Items in Transit with Foreign 
Branches. . . « « « « « 

Accounts Payable, Reserve for 
Expenses, Taxes, ete. . . « 


8,808,223.05 
3,000,000.00 


389,188.09 
50,751,182.81 





Total Liabilities . . 


62,948,593.95 
- $2,749,862,757.81 











Securities carried at $164,378,843.32 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. 

















an advice to the customer, a stock transfer 


ag Hous November, 1949 


J. LUTHER CLEVELAND 
Chairman of the Board 


WILLIAM L. KLEITZ 
President 


DIRECTORS 


GEORGE G. ALLEN Director, British- 

American Tobacco Company, Limited, and 

Chairman of the Board, Duke Power Company 

WILLIAM B. BELL President, 

American Cyanamid Company 

F. W. CHARSKE Chairman, Executive 

Committee, Union Pacific Railroad Company 

J. LUTHER CLEVELAND Chairman ofthe Board 
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CHARLES P. COOPER President, 

The Presbyterian Hospital in the City of New York 

WINTHROP M. CRANE, Jr. President, 

Crane & Co., Inc., Dalton, Mass. 

STUART M. CROCKER President, 

The Columbia Gas System, Inc. 

JOHN W. DAVIS of Davis Polk Wardwell 

Sunderland & Kiendl 

CHARLES E. DUNLAP President, 

Berwind-White Coal Mining Company 

GANO DUNN President, 

The J. G. White Engineering Corporation 

WALTER S. FRANKLIN President, 

The Pennsylvania Railroad Company 


LEWIS GAWTRY 
JOHN A. HARTFORD Chairman of the Board, 
The Great Atlantic & Pacific Tea Company 
CORNELIUS F. KELLEY Chairman of the Board 
Anaconda Copper Mining Company 
MORRIS W. KELLOGG Chairman of the 
Board, The M. W. Kellogg Company 
WILLIAM L. KLEITZ President 
CHARLES S. MUNSON Chairman of the Board, 
Air Reduction Company, Inc. 
WILLIAM C. POTTER Retired 
GEORGE E. ROOSEVELT of Roosevelt & Son 


EUGENE W.STETSON — Chairman, Executive 
Committee, Illinois Central Railroad Company 
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International Business Machines Corporation 


CHARLES E. WILSON President, General 
Electric Company 


ROBERT W. WOODRUFF Chairman, 
Executive Committee, The Coca-Cola Company 
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Manned by officials with years of 
experience, our Correspondent 
Bank Division renders a complete 
service, conducted in an intimate 
and personalized manner. 


Cooperation is our guiding policy. 


COMPANY OF NE’ 

Established 1908 

Member: New York Clearing House 
Association, Federal Deposit 
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Centra Hanover Bank 
P. O, Box 33, Caurent tate 
New York 19 


| CENTRAL HANOVER BANK AND TRUST COMPANY 
MEW YORK 15. 6 


WE ENCLOSE HEREWITH SECURITIES AS LISTED. 
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CORPORATE TRUST ano 
AGENCIES DIVISION 








® to th 
mB Sts 


























| “Tu-Vu” envelope, creation of Louis Baldwin, operations depart- 
| ment, Central Hanover Bank and Trust Company, New York 


journal sheet and an envelope. The advice 
was placed with the outgoing securities and 
sent to the Registered Mail Department of 
the bank. Here a manifold for the post 
office had to be prepared which duplicated 
the data on the advice. The registered 
mail number was then stamped on the 
envelope, using one of a block of numbers 
assigned by the post office. 

Under the new system, one number is 
assigned to the transaction when the secu- 
rities arrive for transfer. All the lists re- 
quired, including the post office manifold, 
are typed in one operation. The number 
on the manifold is used throughout and 
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athena bankers appreciate the fact that high- 
quality glass directional signs are a link in the “moving 
chain” of better customer service. 

Bankette’s Cristalglo edge-illuminated glass signs are 
in greater demand as it becomes more widely known that 
glass will retain its brilliancy indefinitely. It is less liable 
to scratch .. . and will not warp. 

Since 1925 Bankette has been a leader in modern signs 
; «. for both directional and advertising purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE company 


INCORPORATED 


127 Federal Street 


Boston 
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winds up 4s the registered mail number, too. 

One copy of the list serves the Mail De- 
partment as their receipt for items sent to 
the post office, another is retained by the 
post office, and still another goes back to 
the Stock Transfer Department to serve as 
the basis for charging postage expense to 
the company issuing the stock. 

“Operations” people at Central Hanover 
report that the number of detail steps has 
been cut by fifteen. On big jobs, such as 
stock dividends or split-ups, as many as 35 
steps in the old process can be saved. Mr. 
Baldwin has filed applications for patents 
with the Patent Office. 

Banks in New York and other cities have 
asked for complete details, and corpora- 
tions with bulk registered mail are looking 
into the idea for their own needs. 

Users now see other possibilities. In 








the case of dividend checks, for example, — the | 
the spare window may not be needed fora § with 
registered mail number, but it provides an 
excellent miniature signboard. A two- or 
three-word slogan may be printed on the 
checks and advertise the company paying Em 
the dividend. Or a more colorful ad may 
be used—perhaps the company’s seal or F 
trade-mark. Whatever it is, it can be & thar 
printed on the enclosure and allowed to — (Ne 
show through in full color. Every person — Day 
receiving or even handling the dividend & aud 
check (or other enclosure) thus becomes a T 
reader of the company’s advertising. dep 
in t 
. m , disc 
mal 
Have One On Us tha 
John Q. Public had little difficulty in B SY 
grasping the significance of a recent series 7 
of newspaper advertisements placed in two sali 
Richmond, Virginia, newspapers to stimu F ,,. 
late automobile installment financing. I ope 
Theme of the series was the typically ] on 
American expression, “Have one on us! § the 
Finance your car through State-Planters 7 
and pocket the difference!” The ads were pre 
suitably illustrated with such _ practical offi 
items as gasoline, shirts, tires, nylons and giv 
ties, each one indicating that the savings ing 
in financing costs of an automobile pul- § hes 
chased through State-Planters would be = 
enough to buy 60 gallons of gas, six shirts, 
one tire, a dozen ties, or enable the buye! § 7 
to see 36 movies. ha 
A loan chart, listing first the amount 1” § |, 


monthly payments possible, as well as the 
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cost of new cars and the amount to be 
financed, gave the average car buyer a 
‘te picture of his position in relation 


® conc: 
to the bank’s plan. 
Stute-Planters said this direct appeal to 















FINANCE YOUR CAR THROUGH STATE-PLANTERS... 


nH POCKET THE DIFFERENCE! 
At State-Planters, you can finance your oew car for only $4.00 per year 
for each $100 borrowed. Suppose your car costs $1525 before the usual 
one-third down payment. In 2+ months. y 


financing through State-Planters to buy more than 60 gallons o! 


grade gasoline. Investigate financing costs before y 


Suate 


6 Convenient Offices 
to Sewe You... 
@ Ninth and Main 


State-Planters Fem 
late, 7? . 


ek and (iL Company © 25th and Beosd 












@ Summit and Broad 
@ Hopewell, Virginia 





RANCE CORPORATION 


The appeal was specific 


the average man’s pocket brought results 
within a few hours of the first run. 
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Employee Couneil Successful 


Freedom of thoughts and ideas has more 
than a superficial meaning at the Rochester 
(New York) Savings Bank, according to 
David Wilson, assistant vice-president and 
auditor. 

The bank has developed a system of 
departmental meetings of employees where- 
in the employees know that whatever they 

} discuss will not only be transmitted to the 
management for their consideration, but 

| that a definite answer, or finding, will be 
given to the question, idea, or grievance 
submitted. 

The discussion meetings cover these four 

' salient points: betterment of service to 
» customer, ideas that may improve bank 
» operations, any grievances bothering the 
' employee, and ideas of mutual benefit to 
» the bank. 
» The minutes of the meeting are then 
) Presented to the president and senior 
officers for review. A definite answer is 
} siven to each question or idea. The find- 
§ Ings are then returned’ to the department 
to be read at the next department 
meeting, 
p Mr. Wilson states that to date more than 
10 pe: cent of the ideas or suggestions have 
had 2 favorable answer from top manage- 
ment. He adds that the system is often 


rahe Perey <ces 


used in reverse, with management trans- - 


mitting through these meetings any needed 
improvements or changes in policy. 
. + 7 


Bogus Bill Meeting 


Eight hundred men and women— 
cashiers, bank tellers, small businessmen 
and others responsible for handling money 
—packed the auditorium of the Federal 
Reserve Bank of Cleveland recently, in a 
mass meeting aimed at curbing the rising 
flood of bogus $10 and $20 Federal Reserve 
notes. 

They heard J. J. Cassaday, U. S. Secret 
Service agent, describe the more prevalent 
counterfeits and point out the obvious 
ways of detecting them. 


The meeting was the first of its kind 
designed to counteract the passing of 
counterfeit notes of the Federal Reserve 
banks of New York, Richmond, and 
Chicago which has become country-wide 
in scope. 

“You can detect 9 of 10 counterfeit 
bills by studying the portrait on the face,”’ 
said Mr. Cassaday. 

Six bogus bills wrapped in cellophane 
were passed around the audience during 
the question period which lasted two hours. 
A secret service film on how to apprehend 
counterfeit bill passers was also shown. 

The New York and Richmond notes, 
according to Mr. Cassaday, are printed on 
a poor quality of paper, having a whitish 
appearance. The Chicago notes are on a 
better grade of paper which in some cases 
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on all notes are lacking in expression, and 
the hair is lacking in detail and is unnatu- 
rally white. The backs of these notes are 
off-color and are lacking in detail. 

Above all, Mr. Cassaday emphasized 
that a genuine bill ordinarily does not age 
rapidly, but a counterfeit actually falls 
apart with a few months handling because 
of the inferior paper. Facilities of the bank 
were made available to the Secret Service 
and the public following numerous requests 
for information concerning the counterfeits. 

Counterfeit display. Also with the 
co-operation of the Secret Service, the 
Flushing National Bank, Flushing, New 
York, recently displayed part of the current 
series of counterfeit bills now in circulation. 


has a gray or brownish cast. The portraits - 
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Syndicated personnel folders aid banks in promoting better 
employer-employee relations 


' 


In addition to the display cabinet and 
an easel entitled “Know Your Money,” 
which was used as a backdrop, informative 
illustrations were pasted at the top of the 
cabinet so that at a quick glance the cus- 
tomer could determine the more important 
distinguishing features of a counterfeit bill 
as compared to a genuine sample. 

The display was requested by customers 
so they could be better prepared to discover 
counterfeit bills in transactions in their 
storé or businesses. Due to the interest 
aroused, the display was kept in the bank’s 
lobby for over 30 days. 
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Syndicated Personnel 
Folders 


For banks that do not have the facilities 
for publishing their own house and per- 
sonnel organs, and for others that desire to 
supplement their own personnel publica- 
tions, syndicated folders are now on the 
market that provide such conveniences. 

For many years banks have been using 
a monthly series of folders published by 
Bauder-Baker, Incorporated, 225 North 
Michigan Avenue, Chicago, Illinois. Each 
folder bears the title, ‘““Timely Talks With 
the Members of Our Staff.”” The name of 
the bank’ buying the folder is- imprinted 
on the cover. 

The syndicated folder can be supplied 
monthly for a small fraction of the cost 
required if one bank paid all the production 
costs. An effort is made to give a timely 
slant to each folder, featuring Christmas 
or Easter, football or baseball, in their 
respective seasons. Recent folders stressed 
courtesy, teamwork, sincerity, tolerance, 
getting along with one’s associates, and 
how to get ahead in the bank. 

A similar publication for bank and other 
employees is called “People,” published 
by The Stevens-Davis Company, 600 West 
Jackson Boulevard, Chicago, Illinois. 
“‘People—And How To Deal With Them”’ 


| is an 8-page publication containing two 


or three brief inspirational articles, a sec- 


tion on people and pictures, a page headed, 
“the human comedy,” a section called 
“Letters from our readers,” and cartoons. 

Two extra supplements are mailed to 
employees during the first year. One is an 
illustrated 80-page booklet, ““This Wonder- 
ful Country of Ours.” The second is a 
16-page booklet entitled, ““Making Friends 
by Remembering Names.” 

In addition to “People,” bank officers 
receive monthly an 8-page “Supervision 


Digest,”’ containing the best of current § 


material on supervisory problems from all 
sources in the United States. 

A second monthly is The Executive 
Bulletin sent to the president of the bank. 


-This confidential bulletin features selected 


current ideas on employee selection and 
training, incentive and bonus plan, develop- 
ing employee loyalty and other important 
and timely subjects. 


° « 


A. BRB. A. Manuals 


Some especially informative and _prac- 
tical A. B. A. booklets have been issued in 
recent weeks. While regular distribution 
has already been made to member banks, 
the following paragraphs briefly summarize 
the booklets in the belief that many officers 
will want to obtain their own individual 
copies. 

Personnel Manual. The fourth book- 
let in a series of public relations studies for 
bank officers charged with personnel re- 
sponsibilities in medium-sized and small 
banks, is available through the Customer 


and Personnel Relations department of the f 


A. B. A. 

Entitled ‘Personnel Relations—The 
Starting Point of Good Public Relations,” 
($.85) the booklet discusses phases of pel- 
sonnel administration such as hiring, test- 
ing, recording, training, educating, pro 
moting, organizing, etc. It seeks to improve 
customer relations through more skillful 
employee selection, training, promotion, 
and supervision on the part of bank 
management. 
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available at 85 cents through the A. B. A. 
Public Relations Council. | 
Mortgage Loan Servicing. The Mort- | 
gage Loan Committee of the A. B. A. has | 
recently released a study on _ servicing | 
| mortgage loans, called “The Human Side 
of Mortgage Loan Servicing.” ($1.00) 
© Some of the methods and aids listed in | 
§ the 66-page booklet considered helpful in 
servicing loans, include: the organization 
of servicing activity, general mortgage loan 
§ servicing, servicing delinquent loans, aids 
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$3.19 Air Express cost helped this 
wildcatter strike it rich! 
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When a pump valve goes while drilling for oil, it’s costly. Idle men and equip- 
ment make profits evaporate. It happened to a wildcatter at 4 p.m. Phoned 800 
miles away for parts—delivered 11 p.m. that night by Air Express. 12 lbs. cost 
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only $3.19. (Regular use of Air Express keeps any business moving.) 
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$3.19 was complete cost. Air Express 
charges include speedy pick-up and de- 
livery service. Receipt for shipment, 
too. Makes the world’s fastest shipping 
service exceptionally convenient. 





















Air Express goes on all Scheduled 
Airline flights. Frequent schedules — 
coast-to-coast overnight deliveries. 
Direct by air to 1300 cities, fastest 
air-rail to 22,000 off-airline offices. 
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Latest A. B. A. booklets 


h book — ... a _ i 
udies for fe" “elinquent servicing, training servicing 
nnel re- pPe'Sonnel, mortgage portfolio analysis, and 
a small thers. The study is available through the 
‘ustomer fF B. A. for one dollar. 
nt of the § Current Trends in Bank Costs. In a 
sludy on “Current Trends in Bank Costs.” 
ns—The f#5-50) individual cost figures were gathered 
lations,” Fm a selected group of 200 small banks 
s of pet- Mssets under 7.5 million) and 21 large 
ing, test- MPanks in seven different size groups. The 
ng, pro- #'ger banks were selected for their out- 
improve #landing cost methods and for geographical 
e skillful Mistribution. The booklet, written to aid 
omotion, Pankers in determining the cost of their 
of bank fbanking operations, includes examples of 
eries arf Practical application of cost figures, perti- 
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Facts on low Air Express rates 


Special dies (28 lbs.) go 500 miles for $4.30. 
6-lb. carton of vacuum tubes goes 900 miles for $2.10. 
(Same day delivery if you ship early.) 


Only Air Express gives you all these advantages: Special pick-u 
and delivery at no extra cost. You get a receipt for every shipment an 
delivery is proved by signature of consignee. One-carrier responsibility. 
Assured protection, too—valuation coverage up to $50 without extra 
charge. Practically no limitation on size or wee. For fast shippin 
action, phone Air yo Division, Railway Express Agency. An 


specify ‘‘Air Express delivery” on orders. 
SEY Uf EUPRESS 
GETS THERE FIRST 






















Rates include pick-up and delivery door 
to door in all principal towns and cities 























| AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND _ THE 


SCHEDULED AIRLINES oF THE U.S. 
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nent interpretations, and some interesting 
observations on cost structures. Copies are 
available through the A. B. A.’s Country 
Bank Operations Commission for 50 cents. 

Simplified Credit Files and Procedures. 
The A. B. A.’s Bank Management Com- 
mission has completed a 72-page booklet on 
“Simplified Credit Files and Procedures.” 
($1.00) 

The booklet, which stresses the impor- 
tance of an adequate file system, is divided 
into chapters discussing credit files, finan- 
cial statement forms and analysis, business 
statement forms, farmer statement forms, 
balance sheet comparative spread, and 
profit and loss comparative spread. Samples 
of basic forms are illustrated which may be 





adapted to meet the individual bank’s own 
requirements. 

Cost Accounting Procedure. ‘‘Recom- 
mended Cost Accounting Procedure For 
Trust Departments,” edited by the A. B. 
A. Trust Division, is the revised and 
amplified publication of the division’s first 
publication on trust accounting, of which 
there were four editions from 1932 to 1944. 

The edition presents some new yard- 
sticks for determining costs accurately, 
based on many years’ accumulative experi- 
ence in successful trust departments in de- 
termining costs, and is divided into four 
chapters: (1) cost accounting procedure 
for a small trust department including a 
method for determining the cost of per- 
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NEWMAN 
SUPERIOR SIGNS 


Pre-War Prices SAVE YOU MONEY 


NOW ... new lower prices mean 
savings for you on finest quality 
hand-chased cast bronze and alu- 
minum signs and nameplates. 














Write TODAY 
for recommen- 
dations, photos, 
estimates . . 
without the 
least obligation 
to you. 


FREE! 








METALLIC FIXTURES 


Consult with us whenever 
gates, counter screens, 
ornamental work. 


NEWMAN BROTHERS, Inc. 


Dept. BCH 
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doors, check desks and 
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sonal trust accounts, (2) a cost accountings 
method for trust departments of any size J 
(3) a procedure for determining the cost off 
a personal trust account in a medium size) 
trust company, and (4) bases and sources o 


trust compensation. The book is available i 


through the Trust Division. 
announced). 

Accrual Accounting For Banks. Th} 
Bank Management Commission expects ty 
release this month a new manual on “‘A¢. 
crual ‘Accounting For Banks,” designed 
specifically for medium sized or smaller 
banks with a minimum of time and ex. 
pense. The booklet is divided into sections 
discussing: interest and discount earned oy 
commercial and real estate loans; discount 
earned on consumer credit and other install. 
ment’ loans; accrual of interest and divi. 
dends earned on investments; nen-interes 
income; and valuation and other reserves, 
The new manual will be mailed to all 
A. B. A. members. The price has not been 
announced. 


(Price noth 





4 4 Sd 


Factory Payroll Accounts 


A central New York bank has found in 
an analysis of their factory payroll-dedu- 
tion accounts that the main criticism, the 
high frequency of withdrawals, is not too 
great a burden for the amount of good will 
engendered. 

Many banks claim that this form of 
savings account proved more of a nuisance 
because of the well-known “up-and-down” 
saver. But the New York bank asserts 
that this perennial annoyance can be 
tolerated with far less irritation if the banks 
regard such depositors as a relatively small 
price to pay for a worthwhile, long-term, 
and extensive public relations program. 

The bank declared that most of the 
depositors are inclined to be grateful for 
the service, admitting that if it were not 
for the system they would never be able 
to save. 

The fact that payroll deductions are so 
arranged that a stipulated amount, usually 
a round number, is taken out of the pay- 
check every week and _ automatically 
credited to his account, makes the transac- 
tion at the factory routinely simple. 

Also, a minimum of effort is required by 
the bank to handle the payroll plan. 
During a two or three hour session once a 
week, one girl usually can handle the trans- 
actions, a small price to pay for a sub- 
stantial public relations program. 

Sd + Sd 


Book Match Promotion 


The Peoples First National Bank and 
Trust Company, Pittsburgh, Pennsylvania, 
report considerable promotional success 
from the distribution of book matches from 
new plastic dispensers distributed through- 
out the bank. The book matches carry the 
name of the bank and the dispenser } 
inscribed with the words “Your Welcome 
across the top. Thousands of book 
matches are taken daily by the bank’ 
customers. Employees feel the promo 
tional gimmick adds a note of friendliness 
to the bank’s routine customer services. 


° ¢ ° 


Spread-The-Pay Plan 
An original “Spread-The-Pay” plan fo! 
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plan for 


teachers, to convert 10 income months a 
year into 12, was the result of a casual 
suggestion made by a Detroit, Michigan, 
teacher to a local broker, who in turn dis- 
cussed the matter with the Industrial 
National Bank, Detroit, according to 
A. G. Ropp, the bank’s executive vice- 
president. 

The bank, believing that teachers would 


|prefer to receive their yearly pay over a 
} period of 12 months at semimonthly inter- 
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PAY ORDER 


pate CCG bn /2 OLP¢F 


70: BOARD OF EDUCATION 
CITY OF DETROIT 


I Authorize and direct the Detroit Board of Education to forward 
all compensation which would otherwise be forwarded to me for the 
pericd tom EPO AAAS IVF io whehitte Sj LPSO 
inclusive. to the Industrial National Bank - Detroit, for deposit in my 
account with said bank. 










It is understood that this authorization and direction can be 
revoked only in writing by me. 


gnature 


esd 6-8 


Position or Title 
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A special service for teachers 


vals, has devised a salary contract wherein 
the individual teacher’s salary is handled 
through the savings department of the 
bank. 

The Detroit Board of Education, upon 
receipt of an authorization card signed by 
the teacher, sends the pay checks directly 
to the bank. There is no tie-in with the 
Board of Education as the business rela- 
lationship is one that is entirely between 
the bank and the teacher desiring to use 
the plan. 

The bank rearranges the entire pay, sub- 
dividing the year’s salary into what ap- 
proximates one-twenty-fourth of the net 
annual income, and subsequently mails a 
check for this amount to the teacher on the 
fifteenth and last day of every month. 
Under the present terms of the contract, 
the plan will be in effect until September 
15, 1950. 

As an alternative, the teacher may elect 
to have the designated amount deposited 
toa checking account. There is no charge 
for the two deposits each month, and evi- 
dence of these deposits are delivered in the 
form of deposit receipts. The plan may be 
terminated at the teacher’s own volition, 
or, Should the salary contract be canceled 
during the period of the arrangement, the 
plan will immediately become inoperative 
and the funds accrued in the account may 
be withdrawn at any time. Though 
planned specifically as a service to teachers, 
itis hoped that dealing with the bank will 
encourage teachers to open additional 
accounts. 

Judging from the response from initial 
Newspaper advertisements, and the num- 
ber of telephone calls and letters received 
by the Industrial National Bank, the plan 
ws has evoked considerable inter- 
est. 

The bank originally had planned to test 
the system in one school, but news of the 
plan spread until the bank decided to in- 
clude the entire Detroit area and outlying 
districts, 

Since the Industrial National Bank has 
No monopoly on the idea, it is believed that 


— banks in the city will adopt a similar 
Plan. 
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You can help them by 


making our Foreign Department 


YOUR Foreign Department 





OUR SERVICES INCLUDE: 


Collection 


of checks, drafts, coupons and 
other items payable in foreign 
countries 


Remittances 


to foreign points by draft, mail 
or cable 


Advances 


on checks, drafts, couponsand 
other items payable in foreign 
countries 


Puarehase and Sale 


of foreign currency and coin 


Letters of Credit 

for financing imports or domes- 
tic shipments, and for use as 
travel funds 


Travelers’ Cheeks 


for use at home and in fact 
throughout the world 


Reports 
on import, export and ex- 


change regulations of foreign 
countries 


Credit and Investment 


information from reliable 
sources 


Through our Foreign Depart- 
ment your services to cus- 
tomers can reach around the 
world. 


Continental Illinois National Bank 


and Trust Company of Chicago 


CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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DIRECTORS 


EDWIN J. BEINECKE 
Chairman, The Sperry & 
Hutchinson Co. 

EDGAR S. BLOOM 
Chairman, Atlantic, Gulf and 
West Indies Steamship Lines 

ALVIN G. BRUSH 
Chairman, American Home 
Products Corporation 

LOU R. CRANDALL 
President, George A. Fuller 
Company 

CHARLES A. DANA 


Chairman, Dana Corporation 


HORACE C. FLANIGAN 


Vice-Chairman of the Board 


JOHN M. FRANKLIN 
President, United States Lines 
Company 

PAOLINO GERLI 
President, Gerli & Co., Inc. 


HARVEY D. GIBSON 
President 

FREDERICK GRETSCH 
President, Lincoln Savings 
Bank 

JOHN L. JOHNSTON 


Director, Lambert ¢ ompany 


OSWALD L. JOHNSTON 
Simpson Thacher & Bartlett 


KENNETH F. MacLELLAN 
President, United Biscuit 
Company of America 

JOHN T. MADDEN 
President, Emigrant Indus- 
trial Savings Ban. 

JOHN P. MAGUIRE 
President, John P. Maguire & 
Co., Inc. 

Cc. R. PALMER 
Director, Cluett Peabody & 
Co., Inc. 

GEORGE J. PATTERSON 
Pre lent, Scranton & Lehigh 
Coal ¢ 

WILLIAM G. RABI 
Vice President 


HAROLD C. RICHARD 
New York City 


HAROLD V. SMITH 
President, Home Insurance Co. 


ERNEST STAUFFEN 
Chairman, Trust Committee 


L. A. VAN BOMEL 
President, National Dairy 
Products Ce rporation 

GUY W. VALGHAN 
Chairman, Wright Aeronautical 
Corporation 

HENRY C. VON ELM 
Chairman of the Board 


ALBERT N. WILLIAMS 


President, Westinghouse 
Air Brake Company 








MANUFACTURERS 
TRUST COMPANY 











Condensed Statement of Condition as at close of business 
September 30, 1949 














RESOURCES 
Cash and Due from Banks . . . . $ 608.089.064.87 
998,899,704.33 


U. S. Government Securities 


U. S. Government Insured F. H. A. 
Mortgages. 


13,440,616.36 

36,272,271.33 
3.150,000.00 

17,566,121.8 


State and Municipal Bonds . . . 
Stock of Federal Reserve Bank . . 
(Mier Secmpilies 2. 1 st tl 
Loans, Bills Purchased and Bankers’ 


Acceptances . . . . 


999,23 7,009.89 


wk ee 14.431,852.68 
Banking Houses . . . . 2. « « 10,179,102.03 
Other Real Estate Equities . . . 450,815.40 


4.016,079.69 
-6.547.518.02 
$2,268,280,156.47 


Customers’ Liability for Acceptances 
Accrued Interest and Other Resources 


LIABILITIES 
$45.000.000.00 
60.000.000.00 


32.093.716.47 $3 


[en + & e © % 
Surplus... . 
Undivided Profits . 


teserve for Contingencies . . . . 


37.093.716.47 
4.505.491.12 
Reserves for Taxes. 

Unearned Discount. Interest. ete. . 8.905.314.01 
Dividend Payable October 15. 1949 1.350.000.00 
Outstanding Acceptances . . . . 4.552.297.88 
Liability as Endorser on Acceptances 

and Foreign Bills . . . . . 2.584.796.63 

14.921.623.15 
2.094.366.917.21 


§$2.268.280.156.47 


Cash held as Collateral or in Escrow 


Deposits **ée¢ eo @ © © © © & 


United States Governmentand other securities carried at $91,091 .645.49 are pledged to secure 


public funds and trust deposits and for other purposes as required or permitted by law. 





Head Office: 55 Broad Street. New York City 
MORE THAN 75 OFFICES IN GREATER NEW YORK 
European Representative Office: 1, Cornhill, London, E. C. 3 


Wember Federal Reserve System 
Vember New York Clearing House Association 
Member Federal Deposit Insurance Corporation 
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Friendly, forthright, articulate ... with a background of both city and country banking 


MR. PETERSON OF PATERSON 





fhe New \.B.A. PRESIDENT 


What manner of man is he...and what does he think 
about some of the present-day problems of banking 


N selecting F. Raymond Peterson 
| last year as the vice-president who 

would move up to the presidency 
in 1949, the American Bankers Associ- 
ation chose a man whose training and 
background are close, to the grassroots 
of banking. For a dozen years he -has 
headed an institution with six-figure 
deposits, in an Eastern industrial city. 
But the foundation of his successful 


Career was built solidly on experience 
in the agricultural Southwest, among 
banks predominantly typical of the 
4,928 American banking units which 
today have deposits of $5,000,000 or 
less. The coming year will mark and 
Meastire the financial statesmanship 


ol the banking industry’s new leader. 
But ‘he thirty-five years that he has 
spent in practical banking and bank 


Super ision have proved beyond all 
doubi‘ng that here is a banker who 


ber, 1949 


By 
ARTHUR VAN VLISSINGEN 


knows how to run a good bank. 
Associates have described Peterson 
as a vigilant optimist, a banker who 
expects everything to turn out well 
but at the same time takes no chances 
such as those to which optimism some- 
limes leads. His philosophy and 
approach to the present situation are 
well summed up in a speech that he 
made last month before the Kentucky 
Bankers Association. Tle then said: 
‘““Never before in our history have 
the banks been in sounder position 
financially than they are today. The 
relationships between deposits, loans, 
and investments are more than satis- 
factory. The high quality of bank 


assets is eloquent evidence of the high 
quality of bank management 

Nevertheless, banking . . . is dynamic. 
There has never been and there will 
never be jusUification for complacency.” 
Ile followed this with a list of six 
specific areas in which banking must 
be vigilant in the year that lies ahead. 

Because the ideas of its president 
necessarily shape the policies and 
program of the A. B. A., and through 
it the destiny of the nation’s banks, } 
is worthwhile to examine Raymond 
Peterson’s views on subjects which 
loom large ahead for the coming year. 
A friendly, forthright man who smiles 
easily, he is not reticent in letting his 
views be known. 

Ile sees the banker’s main job as 
bridging the gap between past experi- 
ence and future probabilities. “In 
doing so, he provides credit and so 
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The Petersons like to travel, will get ample opportunity 


takes the financial risk for his com- 
munity,” he explains. ‘That is the 
reason why he is in business. It is 
also the main justification for chartered 
banking. 

“The banks have demonstrated their 


war, and even more particularly in the 
past year. During that time we have 
seen the country swing from general 
inflation to a recession and now to a 
resumption of business activity at what 
may be appraised as a more normal 





came from within the banking indus. 
try itself. The credit policies of many 
thousands of banks were a co-operative 
response, and they were voluntary. 
“This flexibility of banking’s credit 
policies was achieved without regula- 
tions or mandates from the govern- 
ment. During part of the time the 
banks were realistically handling their 
loans in a recession economy while the 
government was still calling for con- 
trols against inflation —and the bankers 
were proved right by experience.” 
Peterson has no illusions that goy- 
ernment will pull out of banking and 
other economic activities, but he serves 
notice that the A. B. A. before accept- 
ing any proposal affecting banking 
and its relation to the nation’s economy 
will give it very serious consideration. 
The two tests which any such proposal 
must pass are: (1) Can it effectively 
achieve the economic and monetary 
aims claimed for it, and are these 
objectives sound? (2) Will it result 
in an unwarranted and undesirable 
centralization of banking authority, 
or disrupt the dual system? He has 
publicly opposed control of the banking 
system by increasing the powers of 
































































































































































































































































ability to work together for the eco- level. Federal authorities to manipulate bank § Dec 
nomic good of the whole country. “All through this shift, the banking reserve requirements, and likewise has ff 'st 
Never has there been a more convinc- system adjusted its policies to the opposed the Hoover Commission’s H 
ing and graphic demonstration than nation’s economic needs and its shift- proposal to consolidate the supervisory and 
in the years since the beginning of the ing needs for credit. The leadership functions of three Federal agencies, bale 
ala 
nati 
Mr. Peterson is acutely conscious of banking’s responsibilities to the community cern 
shor 
haz: 
SERVING THE PEOPLE OF NORTH JERSEY SINCE 1864 2 
THE FIRST NATIONAL of 1 
SEED MONEY me 
PROVIDES — que: 
can 
are 
& . 
of the community to keep tion 
industrial plants GROWING rj 
. AS 
in northern New Jersey 7 AY 
rap, men 
Community prosperity can spring from only S ° 
one source . . . healthy, thriving, prosperous $ agal 
INDUSTRIES. ever 
One of the most important functions of First ‘ 
National Bank & Trust Company of Paterson § % poli 
is INDUSTRIAL FINANCING . . . moking loans to manu- $ $ cred 
focturers for almost every purpose. One company needs J $ He 
a bigger, more modern plant. Another wants newer, more % $ i 
efficient machinery. Still another needs funds to make a é $ | ae by-i 
Just 0s 0 keystone in on arch supports the entire structure so the First good buy in Is or take advantage of an unusual | See the — peti 
Nation! Bonk contributes materially toward the strength of the com- business opportunity. First Notional Bank & Trust Com- & | | First marions 
evaitp pany of Paterson loons money for ALL these uses S L EXwiBiT folle 
When the city needs to finance @ new school, when Me. Smith's corpore- and mony more. s NORTH Jer sy 
tion suddenly needs $10,000 to meet 0 payroll, when Bob Jones runs short First National provides the seed money to keep industries 
pea oe rans peters = ret bes rigeeese =, growing and growing in Northern New Jersey. YOU and omy 
hes mcrae apennatain deaeiiiaa ae ase the COMMUNITY reap the harvest ... steadily increas: men 
Notions! Gash ie chuaye condy 80 give the aecery support. ing industrial payrolls, more jobs, more money. “Th 
Probably there is not @ single person in Poterion whose life, directly or ‘MEMBER FEDERAL DEPOSIT INSURANCE CORP 
indirectly, isn't mode easier, safer end happier through the friendly + cate 
services of the First National Bonk — The Keystone of the Community 
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because they failed to pass these basic 
tests. 

His outlook on Treasury policies 
and Federal financial policies have 
repeatedly been expressed. He favors 
balancing the budget and reducing the 
national debt. He is seriously con- 
cerned by the prevailing practice of 
short-term refunding because of the 
hazards inherent in shifting too much 
of the national debt into relatively 
short-term obligations. He asks two 
questions along this line: (1) How far 
can this process be continued if we 
are to have a soundly managed na- 
tional debt? (2) When will the Treas- 
ury balance rates and maturities? 


Sa practical banker, Peterson views 
““ the changing pattern of govern- 
ment moves and of business activity 
against the background of a banker’s 
everyday loaning job. He sees bank 
policy on the extension of business 
credit set by these same adjustments. 
He sees long-run good in the industry- 
by-industry return to normally com- 
petitive business life at safe levels that 
followed the downtrend of early 1949. 

“Industry, agriculture, and the econ- 
omy as a whole have shown funda- 
mental soundness,” is his appraisal. 
“The recession has not been compli- 
tated by money or credit difficulties. 
The banks continued to make adequate 
credit available. It will still be needed, 
and the banks are in business to pro- 
Vide it. Banking will emphasize the 
fundamental rule of credit that a loan 
Must be of advantage to the borrower, 
to the lender, and to the economy as a 
Whole. Finally, we bankers are now 
obliged to relate the borrower’s future 
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Mr. Peterson early saw the benefits of expansion and specialization for the First National .. . 





...in 13 years, the bank has had over a tenfold growth 


capacity to repay more directly to the 
business area in which he operates. 
Some readjustments are yet to come, as 
in the automotive and construction 
industries. I view the future with 
considerable confidence.” 

He sees small business as presenting 
no credit problems which deserve dif- 
ferentiation from business credit prob- 
lems in general. He likes to point out, 
in this connection, that American 
banks are themselves predominantly 


small businesses —9,928 with totals 
under $5,000,000 and 11,738 with 
totals under $10,000,000. ‘“‘How in 


the world,” he demands, “‘could bankers 
in that size range fail to comprehend 


the problems of small business? For 
that matter, there are many banks 
with substantially larger figures which 
themselves have no commercial cus- 
tomers who fall in any other class than 
small business. A good credit risk gets 
the loans he is entitled to on the 
merits, 999 times out of 1,000—no 
matter what size group he belongs in. 
For many years, now, banks have been 
eager for good loans, small or large. 
“Actually, what the small business- 
man most urgently needs is tax relief. 
The A. B. A. repeatedly has expressed 
its conviction that tax inequities and 
burdens are major deterrents to at- 
See A. B. A. PRESIDENT—Page 66 
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Results of free trial offer 


A Campaign to Sell 
PERSONALIZED CHECKS — 


IXTEEN months ago we made a 

test mailing in which we offered 

50 personalized checks to some 
1,200 customers whose names had 
been chosen at random. The results 
of this sampling were so satisfactory 
that we decided at once to make an 
all-out effort to sell personalized checks 
to all of our customers, except com- 
panies, not then using them. This 
represented 62 per cent of our total 
number of checking accounts. 

The test had fully confirmed our 
conclusions that personalized checks 
appeal to the customer’s pride, aid in 
identification, prevent errors in spelling 
his or her name and, when used to pay 
bills, assure the customer that the 
proper account will be credited. We 
received many letters and favorable 
comments from the test-customers 
thanking us for the opportunity given 


By 
S. H. CHELSTED 


Vice-president, Peoples First National 
Bank and Trust Company, Pitts- 
burgh 30, Pennsylvania 


them to purchase the checks at such 
reasonable prices. They seemed par- 
ticularly pleased with the convenient 
size and attractiveness of both the 
checks and the covers. 

In the test we had not hesitated to 
tell the customer that personalized 
checks also held advantages for the 
bank, that they aided in more efficient 
sorting and filing and generally in- 
creased the speed of handling. 

Our program, which included the 
test mailing, had been developed by 
James R. Miller, assistant cashier, in 
charge of new accounts, and Deluxe 





Proptes First NATIONAL BANK & Trust CoMPANY 


PITTSBURGH 30, PENNSYLVANIA 


TO OUR CUSTOMERS: 


May we pons to you, free of charge, fifty checks 
ized-with your neme and address, with an 
attractive cover on which your name is stemped in 


persona 


gold? 


We are offering this gift for several good reasons. 
The adventeges to you are of first importance. 
Personalized checks help to identify you - they 
prevent errors in the spelling of your name - and 
when you pay bills, they give you assurance that 
account. 
checks speeds up 
our sorting and filing here at the bank. 


the merchant will properly credit 
And, for us, the use of imprinted 


All of the details of this offer are described in the 
Just fill in and return the prepaid 


enclosed folder. 


1g, 


EXACTLY 48 IT 1s To 
im ON 


order cerd and we will mail fifty personalized checks ae a 
to your address at no cost to you. risrearrean” 


Sincerely yours 


Robert C. Downie 
President 
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Check Printers, Incorporated, Cleve- 
land, Ohio. The campaign that fol- 
lowed was centralized in the main 
office under Mr. Miller and his new 
accounts assistant, Miss Geraldine 
Miller, who, incidentally, is not a 
relative. 

Prior to the mailing of our free check 
offer, a thorough check was made of 
all personal customer accounts to pre- 
vent the offer going to anyone then 
using imprinted checks or to companies 
or organizations. In our larger offices 
where addressing machine plates are 
available for every account, it was only 
necessary to pull the plates of those 
not using imprinted checks. 

In many of the branch offices where 
we do not have addressing machine 
plates, it was necessary to type the 
desired information on individual cards. 
Our bookkeepers examined the signa- 
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Despite the initial cost of the trial @progr 


FIRST MAILING ... a letter and folder 


FREE ; 


_ @ PERSONALY 


coming so pepdetn CHECKS are be. 


Bite. ar that > 
to invite all our rots decided 
trial order with our com , a 


We will supply hehe tc 
ed with your Pink pmptine- 
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POCKET CHECKS 


PERSONAL, 


IZED ‘OLLOWS 
CHECKS. copy FOR ImPRin: ING OF NAME is 
TYPE OR PRINT COPY IN SPACE PROVID; = 
ED BELOW 
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ae START with 
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SIGN HERE ano sean OF DELIVER To Bank 
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Assistant Cashier James R. Miller receiving basket full of orders for personalized 
checks from mail page Miss Geraldine Miller 


The *“‘sampling’’ campaign has resulted in many permanent users 


ture cards and canceled checks of each indicate the date of acceptance of the 


account to be sure of 100 per cent offer and subsequent orders. 
accuracy. Three by five cards were When cards were completed at the 
used providing for the customer’s’ various offices, they were immediately 


name, address, and campaign mailing sent to Mr. Miller’s office where the 


dates. The cards were kept for a mailings were to be handled. In the 
permanent record, for posting and to. meantime, Mr. Miller visited each 


branch and outlined the personalized 
check program to the new accounts 
man and the tellers to cover the sales 
points and to insure uniform handling 
of customers. 

On July 30, 1948, we began with 
our first mailing, the first part of this 
going to a group of 1,500 customers. 
The mailing included a letter signed 
by our President Robert C. Downie 
describing our free offer of 50 personal- 
ized checks. In this letter, which-~is 
illustrated on page 28, Mr. Downie 
stated, ‘“‘Personalized checks help 
to identify you—they prevent errors 
in the spelling of your name —and 
when you pay bills, they give you 
assurance that the merchant will 
properly credit your account. And, 
for us, the use of imprinted checks 
speeds up our sorting and filing here 
at the bank.” 

The letter was accompanied by an 
attractive two-color mailing piece sup- 
plied by the check printers. This pic- 
tured the personalized checks and the 
leather folder with the customer’s 
name stamped in gold. It also con- 
tained an attached return post card, 
ready for the customer to fill out and 
return to the bank. 

Results of the mailing of the letter 
to the first group of 1,500 customers 
was greater than we had anticipated. 
In planning the campaign and dis- 
cussing it with the printers, we had 
expected a return of around 35 per 
cent. We received, however, an ac- 
ceptance of 52 per cent. 

Subsequent groups of first mailings 
were handled as fast as the various 
offices could complete their lists. All 

See PERSONALIZED CHECKS—Page 70 


rogram is expected to show a long-run profit in lower supply costs, more efficient operation 















SECOND MAILING ... a follow-up folder 


To Our 
Customers 






Recenthy WE OFFERED to fur- 
nish you, free of charge, a supply of 
fifty checks, imprinted with your 
name or name and address, together 
with an attractive cover with your 
name stamped in gold. 

@ In the event you may have mis- 
placed the original complimentary 
offer, we wish to repeat it at this 
time as so many of our customers 
were pleased with the checks they 
received. 

@ Simply indicate on the order 
blank (shown below) exactly how 
your name is to be printed. Drop 
card in mail box, no postage required. 
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FREE TRIAL ORDER FOR Personalized POCKET CHECKS oars _—______ 


1 WILL ACCEPT YOUR OFFER OF 50 PERSONALIZED CHECKS. COPY FOR IMPRINTING OF NAME IS AS FOLLOWS: 
































START CHECKS WITH 
MAIL T name 
CHECKS TO 2 
STREET eRe meee: 
PLEASE START WITH 
WO. 101 OR HIGHER 
TOWN ANO STATE 
CHECKS WILL GE IMPRINTED WITH YOUR NAME AND ADORESS AS THEY APPEAR 
ABOVE UNLESS YOU GIVE US SPECIAL INSTRUCTIONS IN THE SPACE BELOW. e it you like these 
checks and wish 
to continue usi: 
SPECIAL them, we can “e 
t t 
INS“ RUCTIONS oe ae 
from Printer. 
200 CHECKS $1.35 











SIGN HERE AND MAIL 





EMPLOYEE OFFER ... one-third of staff “‘buy’’ bargain 


Now 
You can have checks 
that are 
distinctively yours 

























EMPLOYEES 
ONLY 


50c 




















Many banks have run afoul of overtime 


regulations: changes are expected 
to reduce misunderstandings 


Banking Aspects 
WAGE-HOUR REVISIONS | 


By CHARLES R. ROSENBERG, Jr. 


HE proposed revisions in the 

Federal wage-hours regulations, 

which it is expected will become 
effective soon, are not aimed specifi- 
cally at banks, but may bring about 
some significant changes in bank per- 
sonnel practices and job classification. 
Equally important, they should be 
most helpful in keeping banks out of 
wage-hours trouble. 

No bank deliberately refuses to pay 
overtime to an employee entitled to it. 
Yet there are indications that some 
banks have been violating wage-hours 
requirements without being aware of 
it. In 1948 the Wage and Hour and 
Public Contracts Divisions inspected 
958 banks and found that 473, or 49 
per cent of them were violating provi- 
sions of the Fair Labor Standards Act. 

A rabble-rouser might twist these 
figures into an assertion that half the 
banks in the country are law breakers. 
The truth is that many banks do not 
really know when they are violating the 
wage-hours requirements. A _ spokes- 
man for the Department of Labor 
recently said: “‘It has been the experi- 
ence of the Wage and Hour and Public 
Contracts Divisions that most viola- 
tions by banks have been inadvertent 
and usually involved misapplication 
of the white collar regulations.” 


HE basic provisions of the Federal 

Fair Labor Standards Act, better 
known as the Wage-Hours law, seem 
clear and simple. Briefly, they require 
that employers subject to it pay over- 
time at the rate of time-and-a-half 
for any time worked in excess of 40 
hours a week; but executive, adminis- 
trative and professional employees are 
not entitled to overtime pay. Un- 
fortunately, in actual application, these 
provisions of the law are not nearly as 
clear and simple as they seem. 

So far as clerks, .stenographers and 
other rank and file workers are con- 
cerned, banks have had no difficulty in 
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sion aplenty. 


following and applying the 
requirements of the law. 
If such an employee 
worked more than forty 
hours a week, he was 
paid overtime. Banks and 
other employers naturally 
felt that the exemption of 
executive, administrative 
and professional em- 
ployees from the overtime 
pay requirement was 
equally hard and _ fast. 
But there has been confu- 





The law gives the Wage- 
Hours Administrator the 
right to specify the duties 
which qualify an employee 
as executive, administra- 
tive or professional. This 
was done in regulations 
which were last substan- 
tially revised in 1940. In 
recent years it has been 
felt by many employers 
and workers that the 
“*tests” for the classes of 
white collar employees ex- 
empt from the overtime 
pay requirements had become unsatis- 
factory and inadequate. Chief com- 
plaint has been that the 1940 standards 
and definitions were no longer in line 
with changed economic and employ- 
ment conditions. 

In the case of certain banks, some 
employees whose jobs seemed clearly 
within one of the exempt classes were 
found to be entitled to overtime pay. 
One trouble has been that the concept 
of executive, administrative or profes- 
sional jobs in a particular bank has 
not always squared with the legal 
interpretation. Another has_ been 
the overlapping in some banks of 
executive, administrative and profes- 
sional duties with lower level work. 

The Wage-Hours Administration it- 
self realized that its regulations were 














D. J. NEEDHAM, A.B.A.’s General Counsel 


Protests new salary requirements for em- 


ployee exemptions 


due for revisions. Accordingly, a pub- 
lic hearing was held on proposals to 
amend the regulations. More than 100 
witnesses, principally representatives 
of management and labor, appeared 
during the 22-day sessions. Approxi- 
mately 200 briefs and exhibits were 
filed before, during and _ following 
the hearing. Harry Weiss, Director, 
Wage Determinations and Exemptions 
Branch, who presided at the hearing, 
submitted a report with recommenda- 
tions. It is upon those recommenda- 
tions that the revisions are based. 


N general, the revisions stipulate the 
salaries to be paid and the nature 
of the duties to be performed by each 
exempt class. They also state the 
specific percentage of the exempt em- 
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WILLIAM R. McCOMB, Wage-Hour Administrator 


Summarizes significance to banks of revised overtime regulations 


ployee’s time that may be spent in 
performing non-exempt duties. This 
latter feature is of great importance to 
banks where an executive, administra- 
tive or professional employee may have 
to help out with clerical or other duties 
not within the scope of his job. 

The significance of the new regula- 
tions to banks was summarized by 
William R. McComb, Administrator 
of the United States Department of 
Labor’s Wage and Hour and Public 
Contracts Divisions. He pointed out 


that while the regulations will not 
materially change the number of 
“white collar’ employees affected, 
they will, by clarifying the application 
of the law, reduce the risk of unwitting 
violations through improper classifica- 
tion of exempt and non-exempt em- 
ployees. 

To qualify as an executive, an em- 
ployee must receive a salary of at 
least $55 a week. He must have 
management duties, direct two or 
more employees, exercise some discre- 


tionary powers and have at least 
limited authority to hire, fire and pro- 
mote. He may devote not more than 
20 per cent of his own weekly work 
hours to non-exempt work, that is, to 
activities not directly and _ closely 
related to his executive function. 

Management duties which will qual- 
ify an employee as an executive are 
defined in the proposed regulations as 
the “management of the enterprise in 
which he is employed or of a cus- 
tomarily recognized department or 
subdivision thereof.” Discussing this 
requirement, the Weiss report says: 
“In order properly to classify an indi- 
vidual as an executive he must be 
more than merely a supervisor; he 
must be in charge of and have as his 
primary duty the management of a 
recognized unit which has a continuing 
function.” The Weiss report also 
points out that continuity of the same 
subordinate personnel is not absolutely 
essential to the existence of a rec- 
ognized unit with a continuing func- 
tion. The basic purpose of the re- 
quirement is to distinguish between 
mere supervision of a collection of men 
assigned from time to time to a specific 
job or series of jobs and the direction 
of a unit with permanent status. 


F interest to banks with branches is 

a provision that a branch manager 
still classifies as an executive even 
though he devotes more than 20 per 
cent of his time to non-exempt work. 
For example, a branch manager could 
do his own typing or pinch hit for 
clerical or other employees of the 
branch without time limitation. The 
branch, of course, must be physically 


See WAGE-HOUR REVISIONS—Page 68 


Report (left) on public hearing to consider wage-hour changes, and proposed new regulations 


UNITED STATES DEPARTMENT OF LABOR 
Maurice J. Tobin, Secretary 


Wage and Hour and Public Contracts Divisions 
Wm. R. McComb, Administrator 
WASHINGTON, D. C. 


Defining the Terms 


“Executive” “Administrative” 
“Professional” 
“Local Retailing Capacity” 


“Outside Salesman” 
ia Site as contained in Section 13 (a) (1) of the 
Fair Labor Standards Act of 1938, providing 


exemptions from the wage and hour provisions 
of the act. 


June 1949 
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WASHINGTON ;: 1949 








REPORT AND RECOMMENDATIONS 
ON PROPOSED REVISIONS OF REGULATIONS, PART 541 
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Register. 





UNITED STATES DEPARTMENT OF LABOR 
Wage and Hour Division 
Washington 25, D. C. 


PROPOSED REVISIONS 


REGULATIONS, PART 541 
(For certain "White Collar" Employees) 


As Published in the Federal Register, September 10, 19,9 


NOTICE OF PROPOSED RULE MAKING 


Notice is hereby given, pursuant to the Administrative Procedure Act 
(60 Stat. 23735 U.S.C., Supp-, 1001), that the Administrator of the Wage and 
Hour Division, U. S. Department of Labor, proposes to amend the regulations con- 
tained in this part to read as hereinafter set forth. Prior to the final 
adoption ot the regulations, as amended, consideration will be given to any data, 
thereto which are submitted in writing to the 
Administrator of the Wage and Hour Division, U. S. Department of Labor, 
Washington 25, D. C., within thirty days from publication hereof in the Federal 


The regulations, as amended, are to be issued pursuant to the authority 
contained in Section 13(a) (1) of the Fair Labor Standards act of 1938 (sec. 13 
(a) (1), 52 Stat. 1067; 29 U.S.C. 213 (a) (1)). 


A hearing on proposals to amend these regulations was held, pursuant to 
notice published in the Federal Register (12 F.R. 6896, October 22, 1947), in 
Washington, D. C., beginning December 2, 1947 before an officer designated by the 
Administrator to preside at the hearing and submit a report to him. The propesed 
regulations set forth below are based upon the report submitted by Harry Weiss, 
the presiding officer. ‘The report of the presiding officer contains an analysis 
: he evidence and a statement of some of the considerations entering 
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Now in full swing throughout Georgia... 


a bank sponsored 15-week course 


in better management 


te 
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roblems 


of SMALL BUSINESS 


ESPITE the lamentations which 
D fill the halls of Congress and the 

ether about the lamentable plight 
of the small businessman, he is, to 
quote from a song that is popular in 
the hills of our native state, “‘Doing All 
Right for a Mountain Gal.” The big 
corporations prosper and continue to 
grow, but they are themselves depend- 


ent upon small business for their dis- 


tribution and for many of their sup- 
plies. There is nothing to indicate 
that small business generally is in any 
danger of vanishing from the American 
scene —certainly not down our way in 
Georgia. It would be an economic and 
political catastrophe if the prosperity 
and growth of small business were in 
any way to be seriously impaired. 

Actually the biggest business of this 
country is small business. There was 
a five or six-year period when very few 
newcomers were entering the field. 
This meant that there were few new 
ones getting experience. 

Then there came a great influx of 
newcomers, not only G. I.’s but also 
men who came out of war industry 
jobs with a grubstake saved out of 
their overtime pay, as well as folks 
who saw the big opportunity to cash 
in on the backlog of consumer demand. 
Many of these newcomers had limited 
business experience, and a huge major- 
ity had no experience whatever with a 
competitive economy where the busi- 
nessman had to sell and service, in- 
stead of standing out in the rain 
catching dollars in his hat. So now, 
some of the least qualified or the most 
poorly financed are encountering diffi- 
culties. 

The problems of these entrants in 
the small business field became evident 
to our bank a few years ago, as it 
became evident also to the American 
Bankers Association. Many a small 
business which had weathered through 
the depression had done so by wearing 
its operating capital pretty thin. The 
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By 
GEORGE E. TOMBERLIN 
Assistant Vice-president, in charge of 
the Small Business Term Credit De- 
partment, Citizens & Southern 


National Bank, Atlanta, 
Georgia 


war years were rough on a good many 
small businesses. And, of course, as 
the war veterans came out of uniform, 
an amazing number of them harbored 
a burning ambition to get into business 
for themselves. 

The credit requirements of a great 
many of these outfits were not so 
much for 60 or 90-day credit as for 
longer term funds with which to 
expand, modernize, or otherwise im- 
prove their prospects by capital in- 
vestment. Any such investment that 


turned out successfully would pay for 
itself within a few years. 

Experience with personal loans had 
shown us long since that men on salary 
or in businesses of their own would 
repay loans which were judiciously 
made. These are essentially the same 
kind of folks as those who own and 
operate the small businesses we were 
thinking about. It seemed clear that 
term loans to small business, if these 
loans were made according to sound 
credit policies and practices, would be 
just as good for the bank, for the cus- 
tomers, and for the community. 

So our Small Business Term Credit 
Department was set up in our main 
office in Atlanta in the hands of two 
men with credit experience. Both of 
us had long military service. Our 
backgrounds and our ages were about 


Information of special interest to small entrepreneurs 


INFORMATION SOURCES 
FOR SMALL BUSINESSES 
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THE PROBLEMS 


ially small business concerns . 


THESE DISTINGUISHED MEN 
WILL MEET YOU THIS 
MONDAY NIGHT 





REGISTRATION COUPON 


Mr. Samuel A. White, 
20 Gaston St. (Phone 4-1895) 
Savannah, Ga. 


Please register me for the small business meetings. 


Name of Firm or Industry 


Correct Address 























right for the largest group of customers 
wilh whom we would be dealing. 

For the guidance of our Atlanta 
department, for the other banks in our 
system, as well as for our correspondent 
banks who might be interested, we 
worked out a manual called “EXTEN- 


SMALL BUSINESS 


THE FIRST OF 15 WEEKLY DISCUSSIONS 
WILL TAKE PLACE IN 


CORNER TAYLOR AND BULL STS. 
ARMSTRONG COLLEGE 
MONDAY, OCT. 3, 8 P. M. 


All fifteen of these meetings will be held consecutively on Monday nights by the College of 
Business Administration and the Division of General Extension of the University of Georgia and 
will be led by OUTSTANDING SPECIALISTS who can be of vast benefit to all business—espec- 


No Small Business Man Can Afford---irt These Complex Times-- 
to Miss These Enlightening Discussions. Use the Coupon Below 
and Register for Them. Nominal Registration Fee. 


OF 





GAMBLE HALL 






























































DR. JAMES E. GATES 
Dean of the College of Business Administration, Uni- 
versity of Georgia. A man of long experience in 
private industry and with government agencies in the 
regulation of business. 























ARNOLD SKINNER 

Representative of the Division of Smail Business of 
the U. S. Department of Commerce, Washington, D. C. 
You can see and tolk with this executive of varied 
experience in cooperating and promoting programs for 
the aid of smal! business. 









































THESE MEETINGS SPONSORED BY 


The Citizens and Southern National Bank 








Savannah Chamber of Commerce 





Ga. State Department of Commerce 








U. S. Department of Commerce 











DIVISION OF SMALL BUSINESS 











SION 
SMALL BUSINESS.” 
cording to the principles, policies, and 


OF CAPITAL LOANS TO 


We work ac- 


methods outlined there. And we cur- 
rently have a very substantial total 
outstanding in loans to small busi- 
nesses, with a loss record 
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The plan has been publicized 
through all available means 


prevails in other types of loans in our 


bank. The average loan made is 
$5,260 —average term, 21 months. 
We try to hold these loans to 24 


months when this is feasible, but under 
the proper circumstances will go to a 
considerable longer term. 

When a customer makes a small 
business term loan with us, he be- 
comes the banking customer of this 
department only. That is, if subse- 
quently he wants to make an ordinary 
commercial loan for his business, or 
a collateral loan, or even an auto- 


mobile purchase loan, it is made 
through our department. Thus a 
centralized credit control is main- 


tained at all times. 

We have developed assorted other 
services for small businessmen. One 
of these is our Small Business Library, 
a photograph of which appears on 
page 34. 


WO years and a half ago, our presi- 

dent, Mills B. Lane, Jr., who is 
vitally interested in this small business 
program, decided that an educational 
course for small businessmen around 
the state would be of major usefulness 
to them. Consequently, it would be 
a great help to the community and to 
us. So we took the idea to the Uni- 
versity of Georgia, which conducts 
extension courses al strategic points 
around the state. 

The University liked the idea and 
began looking. for ways in which it 
might best be put into effect. Indiana 
University, it developed, was doing an 
excellent job along these general lines. 
Ohio State University had worked out 
some other helps, including an excel- 


One of five businessmen groups attending ‘‘classes”’ in different sections of Georgia 


Atlanta ‘“‘students 
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November, 1949 


in earnest session to learn better management techniques 




















lent set of references for outside 
reading. 

From these two sources, and with a 
liberal admixture of ideas from our 
own University, from State and Fed- 
eral agencies, and from the bank’s own 
people, a course was worked out. The 
details were agreed upon last summer, 
and the actual course is now under way. 
In ‘consequence, starting early in 
October, about 300 small businessmen 
in five major Georgia areas have been 
meeting one night a week to study the 
problems of small business and what 
they can do about these. The course 
is backed by The Citizens & Southern 
National Bank, conducted by the 





University of Georgia, and co-spon- 
sored by the Georgia State Department 
of Commerce and the United States 
Department of Commerce Division of 
Small Business. The tuition is $20. 

Meetings are conducted Monday 
nights in Savannah, Tuesday in Doug- 
las, Wednesday in Columbus, Thurs- 
day in Rome, and Friday in Atlanta. 
Immediate responsibility for local ar- 
rangements rests with the University’s 
local off-campus center and with the 
local bank —a C. &. S. Bank if there is 
one, otherwise with a local bank work- 
ing with the C. & S. Each week a 
different group of leaders, specialists 
in that week’s subject, troupes across 





Dean James E. Gates, Univer- 
sity of Georgia, and Mr. Tom- 
berlin check over bank’s Small 
Business Library at Atlanta 


the state making one night stands. 

The session starts at 7 p.m., con- 
tinues with a ten-minute break to 
8:50, and then holds on as long as the 
businessmen-students wish to ask ques- 
tions and continue the discussion. On 
a red-hot topic such as financing or 
employee selection, the class leaders 
have difficulty breaking it up much 
before midnight. This is rough on the 
men who must get up the next morning, 
drive a couple of hundred miles, and 
cope with the same situation for five 
successive nights. But it is a first-rate 
index of the interest and _ benefit 
obtained by the members of the class, 
all of whom have to get up the next 
morning for work also. 

The course was set up with 15 sub- 
jects stretching across 15 school weeks, 
with vacations during Thanksgiving 
and the two holiday weeks. The sub- 
jects are: 1. Introduction, 2. Organi- 
zation of your business, 3. Financing 
your business, 4. Insurance require- 
ments for the small businessman, 
5. Selecting and training your em- 
ployee, 6. Pricing and price policy, 
7. Record keeping and accounting for 
your business, 8. Taxes and your busi- 
ness, 9. Granting and using credit, 
10. Advertising for the small business, 
11. Causes and symptoms of business 

See SMALL BUSINESS—Page 70 


Contents table and forms from manual of bank’s Small Business Term Credit Department 





EXTENSION OF CAPITAL 
LOANS TO SMALL BUSINESSES 


CONTENTS 


. PURPOSE 
INTERVIEW 
Amount of Credit 
Purpose of Credit 
Terms Desired 
Financial Condition in Brief 
INVESTIGATION 
ANALYSIS 
Rarning Record 
Appraical of Equipment 
Comparison with Similar Business in 
Comparable Locations 
Capital Invested 
Outside Capital 
Division Invested Capital 
Lease Terms, if Renting Space 


Applicant's Personal Record 
Character 
Ability 
Experience 


Type of Organization and Provision for 
Continuance of Competent Management 
¥. DOBCISIONS 
Acceptance of the Credit 
Rejection of the Credit 
+. CLOSING OF LOAN 
Preparation of the Documents 
Execution of Documents 
Insurance Protection 
Recording 
SERVICE OF LOAN 
Periodic Visits 
Periodic Financial Statements 
Maintain Susp on I 
Expiration Detes 


Aggressive but Sympathetic 
Collection Policies 


Possible Use of Other Services of Bank 
Follow Up After Loan is Paid 
EXHIBITS 


vil. 









































19-978 
TERM CREDIT BUSINESS LOAN DEPARTMENT 
APPLICATION AND FINANCIAL STATEMENT 
Te the Citisens & Southern stsiailicasngesitail Date 
O SL Sent TM 
Page The undersigned he-eby aubmit(s) spplicanon and financial statement for a ican in the 
3 —<— “ektukeononacantts ae ETS. 
4 Repeyeble in —___________instellments 
5 an NI Oita rresichoetiticteninep nsibietrnsentienneneiniitions = 
BUSINESS RECORD 
5 ‘orporation 
a Red of artnerchip 
5 Business Se "| — ae - Bumness_——  ___ — - -—_ - —_- —O Prepretorat: 
6 Address. -—_—-.----Zone Ho... Phone No 
7 BUSINESS LOAN APPRAISAL MEMORANDUM 
8 Citizens 6 Southern Banks 
8 
O ateillpeaceniniesenpsomeeanasnjeensinsencsoeaes NG Date 
8 
Name ——_ we Phone 
9 Loan & —Charges $__________Rate -——% Payments. = eas @s 
9 Purpose of Loan (explain in detail)..__ Lainie ei 
9 slicntiemasiee 
10 Se Bs: at CRORE ace Ck acer gc 
ll Re: saedis 
11 1. MORAL RISK (The borrower must be a good moral risk). In your opinion is applicant a: good (J fair poor 1) moral risk? 
ll State facts supporting your opinion > —_ acetate —_——_ 
12 EE SS Rae é 
12 
12 fie: oe Fe “3 Zi lead 
13 a : ago oe ee 
4 
i. BUSINESS ABILITY (There must be evidence that the borrower has the ability to operate his business on « sound basis), Based on 
is information developed during interview, do you feel that the applicant has the temperament, ability and experience necessary to 
16 operate this type of business on a sound and profitable basis?. —_- el tw 
16 Support your opinion with any additional information not covered in application — 
16 O ———_——--— -- 
16 pe ha ey gsr are aie ze - 
17 sie ve - 
18 Pia i tees 
18 cna eee Ee Bree, as = 3 Saar ae in 
18 UL PAST RECORD AND/OR FUTURE PROSPECTS (The past record of the business or the future prospects must show sufficient probeble 
income so that we can logically assume that the borrower will be able to repay en installment loan out of future income from his 
19 business) 

A. Do past records indicate that business has operated af 2 profit? neice WH CD Ne O 
is B Are adequate accounting records kept? <p SSNS YoeQ NoD 
21 C. Financial information is based on: estimates (1) actual accounting records 1) 

22 D. Location and premises : 
1. Is location desirable for this type of business?_ ne owen WE} ef} 
2 Location is: owned {> rented {() leesed () 
a. lf leased({ what are pose?! 
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FRED COPELAND 


TALL woman with a small 

pale face and with blue eyes so 

motionless she seemed in a trance 
was waiting for Director Clutchbill 
when the Ferndale National’s door 
was unlocked one morning. 

“Mrs. Benjamin Vale to see you,” 
nodded Cashier John Atwood as the 
old director entered the front office. 

“T come from the Farmers Savings 
Bank over in Bear Meadow Village. 
My husband is treasurer of the bank. 
He is in dreadful trouble,” stated the 
woman bluntly after Mr. Clutchbill 
spread his coattails and sat down. 

“Trouble?”” asked Mr. Clutchbill, 
giving the woman an inquiring glance. 

“An $8,000 note has mysteriously dis- 
appeared from the bank’s files. Some- 
one has taken it. Ben’s sick with fear 
theyll think he did. He’s hunted for 
it till he’s dazed. It'll kill us if they 
put it on him... he’s been there 
42 years. He'll be thrown out, and 
folks in the village ...’’ The woman’s 
throat caught. She remained silent, 
looking blindly into space. 

“Hm-m, do you suspect it was 
planned? Are you aware some out- 
side enemy is trying to dislodge your 
husband as treasurer?” 

“We don’t know,” said the woman 


glumly. “Sarah Mattoon heard you 
helped folks. Ben and I are... are 
sort of old —so I came.”’ 

The old director scowled. It was 


not a good sign for anyone Mr. Clutch- 
bill contemplated investigating. And 
then in a voice in which there was the 
chill of ice: 

“lL am going to help you.” Mr. 
Clutchbill reached over a bony old 
hand and laid it for a moment on 
Mrs. Vale’s. 
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**Here’s the bank, Cal. T'll 
come out and motion when 
the time comes for action.’ 


Mrs. Vale kept looking straight 
ahead, for there was now moisture in 
her eyes. 

“IT am going to track down that 
note and the one who took it.” 

“Right away?” There was an urgent 
note of the need for immediate hurry 
in the woman’s words. 

Mr. Cluchbill nodded. 

‘‘We haven’t got much to pay.” 

*“Madam, it will not cost you a cent. 
My pay will come in satisfaction, if I 
am successful.” 

“Ben just sits there hunting and 
talking to himself. He runs the bank 
alone, you know.” 

“Tell him I’m coming, but say 
nothing to anyone else. I shall come 
with a friend and his hound dog, a 
very knowing dog. It is my belief, 
madame, and I may be alone in it, 
that criminals give off a singular scent 
peculiar to themselves.” 


ig was the next morning that Mr. 

Clutchbill set out on one of the 
most unusual episodes of his long 
career of banking. Beside him in an 
old blue roadster rode Cal Bannister, 
his chum in many an adventure. 
From the rumble seat behind them 
Mr. Bannister’s hound dog, Heliotrope, 
viewed the passing scenery with a 
melancholy eye, a brow deeply fur- 
rowed with wisdom, and a nose un- 
believingly keen. 

As the car, many miles from its 
Ferndale home, roared deeper into a 


An $8.000 document has strangely 
vanished from the bank’s files 








narrowing valley Mr. Clutchbill broke 
his thoughtful reverie. 

“Who ever stole that $8,000 note 
might try to realize some money on it, 
ransom, perhaps, from the old savings 
bank treasurer. That’s the usual 
way. Or, maybe, they’re using it for 
a club to get him out of the bank. 
That’s a nasty business, Cal.” 

“It would be comforting to drill 
anyone that would do that,’ mused 
Cal. 

Twenty miles further they ran into 
the Village of Bear Meadow, a quiet 
farming hamlet of old white cottages, 
four stores and a ponderous and ancient 
tavern rising three stories over its 
weather-beaten veranda pillars. Diag- 
onally across the village street from it 
a tiny brick building of one story dis- 
played the sign, Farmers Savings 
Bank. 

‘‘There’s the bank, Cal. Better 
park her. Keep the hound out of 
sight. I?ll come out of the bank and 
motion when the time comes for 
action.” 

It was the dull hour of eleven in the 
village. Mr. Clutchbill wandered with 
forced listlessness along the street and 
finally entered the open door of the 
little bank. No one stood behind 
either of the two wickets of the 
counter which on the right ran down 
the small banking room.. But behind 
the counter at the far..end the door 
of a lofty old-fashioned safe stood 
See MR. CLUTCHBILL’S NOTE HUNT—Page 71 
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LARGEST FINANCIAL INSTITUTION IN THE NATION’S CAPITAL 


I take this occasion to say that the 
present quarter will terminate my 


official residence in Washington...” 


As head of the War Depart- 
ment, Davis experimented 
with a “Camel Corps” to pa- 
trol the southwestern deserts 


of the U.S. 
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In 1856 Riggs & Company received the foregoing 
notification from the eloquent Méssissippian, JEFF- 
ERSON DAVIS, then finishing a term as Secretary 


of War under President Pierce. 


Davis was renting the Washington residence of the 
Massachusetts statesman, Edward Everett, and Riggs 
& Company was acting as agents in the matter. The 
New Englander was destined a few years later 
to make the speech that preceded the immortal ad- 


dress of Lincoln at Gettysburg. 


North and South have met in the RIGGS banking 


rooms... and East and West. 


Representatives from all corners of the Nation have 
found satisfaction in the banking services furnished 


under the name RIGGS ... for more than a century: 


RIGGS 


NATIONAL 
BANK 


WASHINGTON, D.C. © FOUNDED 1836 





RESOURCES OVER $300,000,000 


COMPLETE BANKING AND TRUST SERVICE 
EIGHT CONVENIENT LOCATIONS 


Member — Federal Deposit Insurance Corporation 


Member— Federal Reserve System 


Burroughs Clearing House 
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WASHINGTON VIEWPOINT 








New Farm Bill 

After weeks of bitter wrangling 
Congress agreed on a compromise farm 
bill providing for continuing present 
supports for basic crops at 90 per cent 
of parity for one year, then from 80 to 
90 per cent for two years, and then 
pulling them under an earlier Senate- 
approved flexible program ranging 
from 75 to 90 per cent. 

The compromise bill was voted in 
the closing minutes of the first session 
of the 81st Congress, which reconvenes 
January 3. 

The other main part of the bill 
provides that for four years — through 
1953—farmers will be paid support 
prices according to the parity formula 
which brings them the most return. 


The House wanted to continue the 
present parity formula, based on 
1909-14 prices. The Senate version 


puts parity on a “‘modernized”’ 10- 
vear sliding base. 

The other features of the bill, most 
of them from the Senate-approved 
measure offered by Senator Clinton P. 
Anderson (D., N. M.), former Secre- 
tary of Agriculture, are: 

1. Mandatory price supports could 
be set at from 60 to 90 per cent of 
parity for wool, including mohair; 
tung nuts, honey and Irish potatoes. 

2. Whole milk, butterfat and milk 
products would get mandatory sup- 
ports at from 75 to 90 per cent. 

3. So-called storable non-basic com- 
modities would be supported at 75 to 
90 per cent. 

4. The Agriculture Secretary would 
be authorized to support perishable 
“non-basic” farm products which can- 
not be stored at levels up to 90 per cent. 

If Congress failed to pass a new farm 
bill before it adjourned, the Aiken 
law, passed by the Republican-con- 
trolled 80th Congress, would have gone 
effect next January 1. This 


down to 60 per cent. 
Senate Democratic Leader Scott W. 
Lucas, of Illinois, predicted that Presi- 


) dent Truman, who was reported to be 


| holding for the rigid 90 per cent sup- 
| port levels instead of the sliding scale 
| formula, would sign the measure when 


it reaches his desk. 
Mr. Lucas declared that he did not 


j like the two formulas for computing 
» Parity but observed that all legislation 
»'S a compromise. 


‘ 


He added, “we 
believe we have prepared a pretty fair 
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By N. P. GREGORY, 


Washington Correspondent 


farm bill and we at least for the 
moment have permanent farm legisla- 
lion.” 

The newly approved farm bill in- 
cludes a proposal offered by Senator 
Elmer Thomas (D., Okla.), chairman 
of the Senate Agriculture Committee, 
under which the Federal Government 
is given six methods to dispose of sur- 
plus perishables acquired under price 
support plans. 

The six proposals are: 

1. To barter them to foreign govern- 
ments for strategic materials for mili- 
tary stockpiling. 

2. Give them to the National School 
Luneh program. 

3. Give them to the Bureau of 
Indian Affairs for the benefit of hungry 
Indians. 

4. Donate them to State, Federal 


or other public welfare or other institu- | 


tions. 


). Give them to private welfare 





groups for domestic charity. 

6. Give them to foreign welfare or 
charitable groups, including such or- 
ganizations as CARE and Friends’ 
Service. 

High among the list of goods the 
Government is seeking to dispose of 
are: about 2,304,000,000 eggs which 
cost about $85,000,000 and around 35,- 


CELE RETIN 


BANK LETTERS 
How to use them in Public Relations 


This valuable book by W. H. Butterfield— 
America’s #1 authority on business letters—gives 
principles of good letter writing, types of letters 
to meet all situations in bank management, 
sample letters used by leading banks, correct 
forms of address for persons of title and rank. .$2 


ORDER TODAY 


Dahl 





PUBLISHING 
COMPANY 


STAMFORD, CONNECTICUT 











EASY SNAP FILE BOX 
“Style C” 


Corrugated Paper—Hinged Lid 
150 Stock Sizes 





= PROMPT DELIVERIES @ 


STRAYER 


| STORAGE FILES 


ALL STEEL Sliding Drawer 


INTERLOCK IN STACK—Vertical and 
Parallel Horizontal—AUTOMATICALLY 








MADE ANY SIZE TO YOUR SPECIFICATIONS 
NO STACKING PARTS NEEDED 





We guarantee our Transfer Files to please you or no cost to you in the transaction 








... MAIL ORDERS TO... 


THE STRAYER COIN BAG COMPANY, New Brighton, Pa. 
Manufacturers cf BANK SUPPLIES Since 1914 
STEEL AND PAPER COIN TRAYS AND BOXES— 
COIN BAGS—LOCK-SEAL NIGHT DEPOSITORY BAGS—COIN WRAPPERS 


CURRENCY STRAPS—BANK SPECIALTIES 
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000,000 pounds of Mexican canned 
beef, bought by the government as 
protection against hoof and mouth 
disease. 

' The following is a comparison be- 
tween 1950 farm price supports under 
the compromise farm bill and the 
existing law. Data is based on pre- 
liminary Agriculture Department cal- 
culations, subject to minor corrections. 
It shows what mandatory minimum 
supports would be. 


Compromise Bill Present Law 


Wheat (bu.) $1.94 Same 
Corn (bu.) $1.41 Same 
Cotton (Ib.) 27.23 cents Same 





Rice (bu.) $2.07 $1.78 
Peanuts (Ib.) 10.5 cents Same 
Flue-Cured Tobacco (Ib.) 45.3 cents 42.2 cents 
Burley Tobacco (Ib.) 49.0 cents 41.0 cents 
Butterfat (Ib.) 54.2 cents 57.8 cents 
Milk (100 Ibs., wholesale) $3.39 $3.51 

Hogs (100 Ibs.) (X) $15.90 
Eggs (doz.) (X) 47.2 cents 
Chickens (Ib.) (X) 25.0 cents 
Flaxseed (bu.) (X) $2.47 
Soybeans (bu.) (X) $1.40 
Potatoes (bu.) $1.07 Same 
Sweet Potatoes (bu.) (X) $1.28 

Wool (Ib.) 45.7 43.3 
Mohair (Ib.) 40.7 No support 
Tung Nuts (ton) $61.80 No support 
Honey (Ib.) 10.4 cents No support 
Turkeys (Ib.) (X) 21.1 cents 
Dry Field Peas (100 lbs.) (X) $3.06 

Dry Edible Beans (100 Ibs.) (X) $4.93 








Aluminum Coin Trays: 


For the orderly handling and storage 
Built to last a life time. 


of coins. 


TRAYS FOR 
WRAPPED COIN 


No. HOLDS : 


S- 501 $ 5.00 Pennies 

S- 205 $ 20.00 Nickels 
S-5010 $ 50.00 Dimes 

S- 125 $100.00 Quarters 

S- 150 $100.00 Halves 

S- 101 $ 10.00 Pennies 

S- 405 $ 40.00 Nickels 
S-1010 $100.00 Dimes 

S- 100 $100.00 Silver Dollars 











MADE IN THE FOLLOWING NUMBERS : 


No. 

No. 205 

No. 5010 " 
No. 6010 " 
No. 125 whe 
No. 150 = 
No. 100 - 


WRITE FOR FURTHER 


















ALL 


PURPOSE 
TRAYS 


Accommodate both 
loose and wrapped 


coins. 


501 HOLDS $5. Pennies loose or wrapped 50¢ pkgs. 
$20. Nickels loose or wrapped $2. pkgs. 
$50. Dimes loose or wrapped $5. pkgs. 

$60. Dimes loose or wrapped $3. pkgs. 
$100. Quarters loose or wrapped $10. pkgs. 
$100. Halves loose or wrapped $10. pkgs. 
100 Silver Dollars loose or wrapped $10. pkgs. 


INFORMATION 


Quauty Propucts Company 


CHARLOTTE 3, N. C. 


P. O. Box 3214 
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(X) —Price support not mandatory, 
Whether or not support is given, and Ff 
the level of support, if any, is deter- | 
mined by the Secretary of Agriculture 
on the basis of several factors, such as 
extent of government losses and ability 
of producers to avoid surpluses. 
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Housing Legislation 


The House and Senate approved 
legislation extending the Federal Goy- 
ernment’s mortgage insurance program 
until March 1, 1950, and President 
Truman signed the legislation. 

The Senate and House bills have 
these main provisions: 

1. Add $25,000,000 to the $200,- 
000,000 previously authorized for the 
program of insuring loans for home 
| repairs and modernization and _ for 
construction of low-cost houses. 

2. Add $750,000,000 to the $6,000,- 
| 000,000 previously authorized for the 
insurance of medium-priced homes. 

3. Add $500,000,000 to the $6, 150,- 
000,000 previously authorized for the 
insurance of loans for large-scale rental 
housing projects. 

4. Authorize $1,000,000,000 for the 
Federal National Mortgage Associ- 
ation to repurchase additional home 
mortgages. 

At the same time, the House adopted 
a resolution authorizing the House 
Banking and Currency Committee to 
conduct “‘full and complete studies and 
investigations and make inquiries with 
respect to any matter or matters in the 
field of housing coming within the 
jurisdiction of such committee.” 

The committee has authority 
investigate: 

1. Any housing or housing facilities 
under the jurisdiction of the Housing 
and Home Finance administrator; and 

2. Any and all methods of planning 
or organizing, operating, and financing 
the construction, purchase, or rental 
of housing, including co-operative or 
mutual ownership housing organiza- 
tions. 


to 
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Conversion Status 


The House and Senate Banking and 
Currency Committees have approved 
a bill providing for the conversion 0! 


| national banks into, and their merger 


or consolidation with, state banks. 
However, Congress has yet to act on 
the legislation, indicating that it will 
be taken up at the second session 0l 
the 81st Congress. 

At the present time a state bank can 
convert into, or consolidate with, 4 


| national bank by obtaining the ap 


proval of the Comptroller of the Cur- 
rency, unless it is forbidden to do s0 
by the law of the state in which it is 
located. 

On the other hand, a national bank 
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Mosler 
BANK VAULTS 





No great surprise that the first two Federal Reserve 
Bank Vaults ordered since the war (Seattle, Washing- 
ton and Portland, Oregon) should be built by Mosler. 
Because, for more than a century, banks the world 
over have depended upon Mosler’s complete line of 


fine equipment for the best fire and burglary protec- 
tion available. 


Of all the Bank Vaults installed throughout the world 
by Mosler, not one has ever failed to give complete 
protection. Reason enough why no bank can afford 
not to check with Mosler before ordering protective 


equipment of any kind from safe deposit boxes to bank 
vault installations. 


Je Mosler Safe c 


Main Office: 320 Fifth Avenue, New York 1, N.Y. 
Factories: Hamilton, O. ' 


LARGEST BUILDERS OF SAFES AND VAULTS IN THE WORLD 





Boston 
Chicago 
Philadelphia 
Pittsburgh 
Washington, D. C. 
Atlanta 
Baltimore 
Cincinnati 
Covington, Ky. 
Minneapolis 
Dallas 
Houston 
Denver 
Detroit 
Kansas City 
Los Angeles 
Portland, Ore. 
St. Louis 

San Francisco 
York, Pa. 
Pensacola, Fla. 








Builders of the U. S. Gold Storage 
Vault Doors at Fort Knox, Ky. 
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has no statutory right to convert into 
a state bank, or to consolidate with 
a state bank under the latter’s charter. 

If the conversion bill is approved 
by Congress, it would provide the right 
for a national bank to consolidate or 
convert into a state bank without the 
approval of the Comptroller of the 
Currency, if, under the law of the 
state in which the national bank is 
located, a state bank may, without the 
approval of any state authority, con- 
vert into or merge or consolidate with a 
national bank. 

The bill would protect dissenting 
shareholders of national banks who 


were opposed to a proposed conversion 
or consolidation by permitting them 
to receive the value of their stock in 
cash. 

Depositors would not be injured 
because they could withdraw their 
funds. In this connection, it should be 
pointed out that even though a na- 
tional bank converted into a stale 
bank it could not terminate its insured 
status under the Federal Deposit 
Insurance Corporation Act without 
giving 90 days’ notice to the Corpora- 
tion, and all deposits covered by insur- 
ance would remain covered for a period 
of two years. 
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HELPFUL CORRESPONDENT SERVICE 
In St. Louis 





Whatever your correspondent require- 


ments, from Transit to Trust, you'll 


find competent, experienced, specialized 


service at Mercantile-Commerce. 


That’s why so many hundreds of banks 


have designated Mercantile-Commerce 


their correspondent in the key city of 


St. Louis . . . since 1857. 


MERCANTIL 


Bank and 
ST. LOUIS 1 


Y = COMMERCE 


Trust Company 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 





Furthermore, a national bank cin- 
not consolidate with an uninsured 
state bank except with the consent of 
the FDIC. 

A minority report of the Senate 
Banking Committee criticized the bil] 
on these grounds: 

1. Conversion of national banks 
into state banks would be facilitated 
because the process could be accom- 
plished (a) with less administrative 
difficulty, (b) presumably without 
liability for taxation on capital gains 
realized through liquidation, (c) by 
avoidance of the dangerous’ word 
“liquidation” in connection with the 
affairs of a bank. 

2. By means of conversion a na- 
tional bank could avoid observance of 
the laws and regulations applying to 
national banks, which are more strin- 
gent and more beneficial to the Na- 
tion’s over-all banking structure, ac- 
cording to the minority report. 

3. The converted institution would 
be free to give up membership in the 
Federal Reserve System. 


¢ ¢ ¢ 


Social Seeurity 


President Truman’s “Fair Deal” 
expanded social security bill passed the 
House by an overwhelming vote of 333 
to 14 in the closing days of the first 
session of the 81st Congress, but Senate 
action was barred. The Senate will 
consider the measure at the second 
session. 

Major provisions of 
these: 

1. Coverage of Old Age and Sur- 
vivors insurance is extended to 11,000,- 
000 more persons, including 4,500,000 
non-farm self-employed workers. This 
brings total coverage to 46,000,000 
persons. 

2. Benefits to the 2,600,000 now 
receiving them would be increased on 
an average by 70 per cent. The 
primary (base) benefit for a_ retired 
insured worker would jump from $26 
to $45 a month. 

3. Coverage is set up to protect 
workers against permanent and _ total 
disability with benefits geared to the 
same scale as retirement. 

4. Wage credits, fixed at the rate 0! 
$160 a month, are given to war vetel- 
ans in service between September 16, f 
1940, and July 24, 1947. 

The expanded social security bill 
was sponsored by Representative Rob- f 
ert L. Doughton (D., N. C.) who 
authored the original Social Security f 
Act of 1935. 

Under the House-approved measure, 
contributions for employers and eMm- 
ployees to finance the coverage, fixed 
for the last thirteen years at 1 per 
cent each, are stepped up to 1!2 pe 
cent each in 1950, 2 per cent in 1991, 
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BANK BOOKKEEPING MACHINE! 


Feather-touch motor bars take 
75% less effort . . . reduce 
errors caused by fatigue. 


Operators do more work with less effort. 


Easy key depression takes 
33@% less effort than on former 
models . . 


- cuts operator 
fatigue and increases efficiency. 


Dual platen construction 
allows list posting during the 
posting run. Check lists can be 


made on a separate tape; list totals can 
be posted without rehandling any figure. 


Automatic count for all checks, 
check corrections and returns, 
deposit entries, deposit cor- 


rections and accounts active. 


Control keys simplify the 
handling of a// adjustments 
during the posting run... no 


memo records required. 
Color harmony of this new 
Burroughs has been carefully 
planned to reduce eyestrain. 


“ e 
“> Burroughs @, 
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Burroughs presents a new bank bookkeeping 
machine whose every feature has been dictated 
by the needs of today’s banking. Here is the 
fastest and easiest way to boost production and 
lower the cost of bank posting. The host of new 
features in the Burroughs bank bookkeeping 
machine bring new speed, new simplicity, to the 
figure-work of banking . . . bring new ease of 
operation and assure increased accuracy. 


Let Burroughs show you a// the advantages of the 


new bank bookkeeping machine. Call your local 
Burroughs representative today! 
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Our quarterly digest of business, industry and agri- 
culture, the Summary of Pacific Northwest Industries, 
will bring you carefully prepared information about 
current conditions and long-range data to help you deter- 


mine trends in this important region. 


If you wish to be placed on our mailing list to receive 


-this Summary regularly, please advise us. 
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214 per cent in 1960, 3 per cent in 1:65, 
and 3% per cent in 1970. 

The base salary to which <uch 
contributions would apply would be 
raised from $3,000 to $3,600. ‘Whis 
means that the individual worker. 
making $3,000 or more a year and joy 
paying $30 a year for Social Security, 
would pay $127 a year after 1970, 
when the expanded program was jp 
full swing. 


Putlic Housing Bonds 


The Public Housing Administration 
will offer next month a $100,000,000 
issue of fully tax-exempt bonds of local 
housing agencies, indirectly guaran- 
teed by the Treasury Department. 

This will be the first of many housing 
issues to be offered by Public Housing 
Administration under Senate Bill 1070, 
enacted by the first session of the 81st 
Congress. The PHA has authority to 
issue approximately $7,000,000,000 of 
these new housing bonds. 

S. 1070 amends the Public Housing 
Act of 1937 making the assistance con- 
tract an unconditional, if indirect, 
guarantee by the Treasury Depart- 
ment. 

The maximum maturity of bonds 
was reduced from 60 years to 40 years, 
and the amount of bonds authorized 
over a 6-year period is just under 
$7,000,000,000. National banks are 
permitted to buy and underwrite these 
bonds in unlimited amounts. 

The bill provides that PHA make 
annual assistance payments to local 
housing agencies for 40 years al 4!) 
per cent of the development or acquisi- 
tion cost of a low rent housing or slum 
clearance project. 

Section 22 of the bill provides that 
PHA contracts for annual distribu- 
tions, including those to be made to 
refund outstanding issues of local 
housing agencies, may stipulate thal 
in the event that there is a substantial 
default the local housing agency shall 
be obligated to confer the project to 
the PHA. 

The PHA is authorized under the 
bill to enter into annual contributions 
contracts for $85,000,000 for the fiscal 
year 1950. This will be increased by 
three annual increments of $55,000,000 
and a final $58,000,000 on July 1, 1953. 
The total maximum contributions thus 
authorized would amount to $308, 
000,000 per year. 

Under the legislation, PHA may 
only buy 90 per cent of the obligations 
sold to finance any project, while these 
obligations will continue to be tax 
exempt. 

The $100,000,000 issue is expected to 
be followed by issues of $200,000,000 
every other month until eventually 4 
total of $7,000,000,000 will be out 
standing as is provided by the bill. 


Burroughs Clearing !/ous¢ 
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THE PERSONALITY SPOTLIGHT 








Like so many other large banking 


‘institutions, the $140,000,000 Citi- 


zens Fidelity Bank and Trust Com- 
in Louisville has decided to 
spread its top executive load more 
widely. Menefee Wirgman, presi- 
of Citizens and _ predecessor 
banks for 19 years, is now chairman 
of the board. W. R. Cobb, hitherto 
an executive vice-president, has been 
named vice-chairman. Lee P. Mil- 
ler, who has held another executive 
vice-president post, is the new presi- 
dent. All three will continue as active 
executive officers. 

Mr. Miller, a widely-known banker, 
has been chairman of the A. B. A. 
taxation committee for the past year. 
He joined the Fidelity Trust Com- 
pany in 1911 as an auditor, and has 
come up the ranks as that institution 
became involved in subsequent merg- 
ers. 

For a time Mr. Wirgman was 
president of both the Fidelity & 
Columbia Trust Co. and the Citizens 
Union National Bank in Louisville. 
When these two banks merged in 
1944, he became president of the 
consolidated institution. 

Mr. Cobb began his career with 
the Union National Bank, starting 
asa clerk in 1907. He became a vice- 
president of Citizens Fidelity when 
it was formed by merger, and later 
was made executive vice-president. 

+ 


Major news is the naming of a 
dynamic Missouri banker as an 
executive vice-president and director 
of the First National Bank in St. 
Louis. He is James P. Hickok, 


} president of Manufacturers Bank & 








Newsworthy shift in St. Louis 
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LEE P. MILLER 


Executive trio now guides management of Louisville bank 


Trust Company of St. Louis, who 
will join the First National on Janu- 
ary 2. 

William C. Connett, also an 
executive vice-president of the First 
National Bank, will continue in that 
capacity. 

Mr. Hickok has been president of 
Manufacturers Bank since 1943, and 
previously was president of Man- 
chester Bank of St. Louis. He 
attracted nationwide attention for 
his leadership in a_ neighborhood 
rehabilitation program sparked by 
Manufacturers Bank. He was presi- 
dent of the Missouri Bankers Associ- 
ation in 1945-46, and has been un- 
usually active in St. Louis business 
and civic affairs, being campaign 
chairman this year of the Community 
Chest drive. 

S 


So successful has been the leader- 
ship of George M. Clark as presi- 
dent of the Consumer Bankers As- 
sociation that he was re-elected for 
his third term, at the recent conven- 
tion held at the Edgewater Gulf 
Hotel, Edgewater Park, Mississippi. 
This unusual tribute was in recogni- 
tion of both Mr. Clark’s personal 
qualities and his development of the 
“efficiency audit” plan of cost control 
for member banks’ operations. Mr. 
Clark is president of Pioneer Bank, 
Chattanooga. 

Named first vice-president of the 
C. B. A. is A. C. Armstrong, presi- 
dent, Northwestern State Bank, Du- 
luth, Minnesota, succeeding Mal- 
colm C. Engstrom, executive vice- 
president, Industrial Bank of Com- 
merce, New York City. Second vice- 
president is William J. Fischer, 
president, Progressive Bank and 
Trust Co., New Orleans, succeeding 


Ernest A. Peel, vice-president and 
treasurer, Plantations Bank of Rhode 
Island, Providence. 

One of the pioneers in the founding 
of the Morris Plan operation 40 years 
ago, Wallace D. McLean, chairman 
of the executive committee of the 
Industrial Bank of Commerce, New 
York City, was elected honorary 
chairman of the association. 

+7 


R. OQ. Deming, Jr., president. 
The Deming Investment Company, 
Oswego, Kansas, is shown below at 
the left being congratulated by 
Aksel Nielsen, president, The Title 





At mortgage bankers’ convention 


Guaranty Company, Denver, Colo- 
rado, on being elected president of 
the Mortgage Bankers Association 
of America at the organization’s 
recent convention in Chicago. Mr. 
Nielsen was president in 1948-49. 
Mr. Deming’s father headed the 
association in 1923-24. 
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The new vice-president of the 
association is Milton T. MacDon- 
ald, vice-president, Trust Company 
of New Jersey, Jersey City. 

Sd 


Winslow E. Pike, general auditor 
of the Federal Reserve Bank of 
Atlanta since 1947, has become a 
vice-president of The First National 
Bank of Atlanta. Active in the 
National Association of Bank Audi- 
tors and Comptrollers and a leader 
in A. I. B. work, Mr. Pike has a wide 
knowledge of bank operations and 
systems. 

* 

James C. Cox, president of Wil- 
liam Wrigley 
Jr. Company, 
has been elected 
chairman of the 
board of Na- 
tional Boule- 
vard Bank, Chi- 
cago. He is one 
of the original 
directors. New 
president of the 
bank to succeed 
the late J. De 
Forest Richards 
is Henry E. Lee, executive vice- 
president since April and previously 








H. M. DRISCOLL 





Head Office: 55 Wall Street, New York 


Give your client < 
a helping hand... 











HENRY E. LEE 


New head of Chicago bank 


a vice-president for 13 years. Hugh 
M. Driscoll, vice-president since 
1936, is now executive vice-president. 
S 

Assistant Vice-presidents Clifford 
D. Rahmer and Highland C. 
Moore of The National City Bank 
of New York have been promoted to 
vice-presidents. Mr. Rahmer will 
succeed Louis F. Sperry, vice-presi- 
dent supervising the bank’s activities 
in Pennsylvania, New Jersey, Dela- 



























through 
NATIONAL CITY BANK TRAVELERS CHECKS! 


You can give your customer a real helping 
hand when he withdraws funds for his 
trip ... Hand him his wallet of National 
City Bank Travelers Checks. 


He will appreciate your sound advice to 
buy this safe form of currency. It is spend- 


able everywhere; remains good until 
used; and if lost or stolen, the full value is 
refunded. 





ware, West Virginia and Kentucky. 
Mr. Sperry will become associated 
with. Vice-president Hobart > 
McPherson in the management off 
the new Fifth Avenue branch. 








¢ 

Louis B. Lundborg has _ joined 
Bank of America 
October 1 as vice- 
president in the 
administrative de- 
partment at its 
San Francisco 
headquarters. 
Since July 1 of last 
year Mr. Lund- 
borg had served as 
vice-president for 
university devel- 
opment of Stan- 
ford University and previously was 
well known nationally as the general 
manager of the San Francisco Cham. 
ber of Commerce. 








L. B. LUNDBORG 
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As the result of some smart and 
alert publicity action, Assistant Vice- 
president J. W. McAvoy at the 
Savannah office of The Citizens and 
Southern National Bank focused 
nationwide attention on his com- 
munity, his bank, and himself. Ii 
he ever decides to forsake banking 






















































* * * 


Banks retain ALL the selling commission of 
%, of 1%. Write for details. 


THE NATIONAL CITY BANK OF NEW YORK 


Bis 7 9 Di, rild Wl. de Banking 


Member Federal Deposit Insurance Corporation 


Branches and Correspondent Banks in every Commercially Important City in the World 
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General Contractors: 
Beers Construction Co., Atlanta, Ga. 


and EAS 
ice- UE 
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Ge 
and F a | 
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used Ce 
com- Architect's model of the new Twelfth Ii 
If Street office of The Citizens and PA 
ead Southern National Bank, Atlanta, Ga. { 
king Architects: Shutze & Armistead ‘i 
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CO are come face youl wand le know 


~ | oho HERRING: HALL: MARVIN VAULT EQUIPMENT 


The H-H-M vault entrance offers protection-plus . . . thanks to our 
exclusive improved method of interlocking the vestibule directly 
neg to the masonry reinforcement. 


The H-H-M safe deposit box offers an ingenious double-nose 
changeable key lock that is easily, quickly reset to fit new keys for 
each new renter. 





' What’s more, all H-H-M vault equipment is available in stainless 
S! steel that permanently retains its beauty,cuts maintenance to an 
absolute minimum. 


] HERRING * HALL* MARVIN SAFE CO. 


enewal Oftceo & Saclovry at tamlton, Oho 


n of BRANCH OFFICES in: New York, Chicago, Boston, Washington, St. Se 
Louis, Atlanta, Houston, Philadelphia, San Francisco, Los Angeles, . . . “GUIDE FOR 
Detroit, Pittsburgh, Omaha, Minneapolis. ' ERN Ss ane 

K OTHER AGENCIES ALL OVER THE WORLD. 4 
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Los Angeles Harbor Area, nation’s 1948 leader in fish-tonnage handled: 460,000,000 Ibs., 
mainly tuna, mackerel, and sardines for canning. In 1948, we sent to banks throughout 
the country collections totaling over $19,000,000 covering shipments of canned fish. 
If a correspondent connection here would be of value to you, we invite your account. 
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ECURITY-FIRST NATIONAL BANK 


OF LOS ANGELES 
STATEMENT OF CONDITION 


SEPTEMBER 30, 1949 
RESOURCES 
Cash and Due from Banks.............. $ 286,650,888.45 


U.S. Government Securities $996,075,062.58 
State and Municipal 














ee 40,830,561.08 
Other Bonds and 

EES 5 ke vevase Keres 11,145,829.74  1,048,051,453.40 
Loans and Discounts............ ee a 361,915,434.01 
Earned Interest Receivable.............. 6,784,246.91 
Customers’ Liability under Acceptances 

ES ye ose wees eres eee ms 2,742,298.50 
MONI xo. owe yosie Wks Hed we Sereees 4,198,066.52 
Vaults, Furniture and Fixtures........... 659,845.37 
IE, atin rerns bus Gea newc aks 94,429.80 

go Ge ase Se eade hares wa $1,711,096,662.96 
LIABILITIES 
| a ree $ 30,000,000.00 
I iain shee ordi aes aoe 30,000,000.00 
Undivided Profits ...... 26,000,000.00 $  86,000,000.00 
Reserves for Contingencies, Interest, 

NN oe oink howd acd Bee 21,145,666.79 
Interest Collected—Unearned ............ 2,404,642.33 
Acceptances and Letters of Credit Liability. 2,742,954.90 
NN RNIN os 5 o-oo oc: erash ato ohdimwrareceee 145,467.23 
Deposits—Time ........$634,397,421.21 

—Demand ...... 964,260,510.50  1,598,657,931.71 
N.S niko rata Halen cteee Wialaris te $1,711,096,662.96 


Securities carried at $113,919,736.32 are pledged to secure trust funds and 
U. S. Government, State and other Public Monies, and for other purposes as 
required or permitted by law. 


BOARD OF DIRECTORS 


George M. Wallace, Chairman 
James E. Shelton, President 


Elmo H. Conley Robert E. Gross John J. Pike 

L. W. Craig Ralph B. Lloyd Chester A. Rude 
Shannon Crandall Maynard McFie C. C. Teague 
Thomas A. J. Dockweiler William B. Munro Edward R. Valentine 
Gabriel C. Duque Gurney E. Newlin C. T. Wienke 

James B. Gist John O'Melveny Dr. John C. Wilson 


Fred B. Ortman 
128 OFFICES AND BRANCHES 


Member Federal Reserve System + Member Federal Deposit Insurance Corporation 
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as a career, he should do “‘right well” 
as a public relations counsel. 

Mr. McAvoy is a fan of the Mickey 
Finn comic strip which has the 
egotistical Son of Erin, Sheriff Finn, 
as a principal character. Early this 
year he followed 
the Sheriff's 
trip down the 
Atlantic Coast 
to attend a 
lodge conven- 
tion in Miami, 
and was cha- 
grined that Sa- 
vannah was not 
mentioned as 
one of the stops. 

J. W. McAVOY He wrote Lank 

Leonard, crea- 

tor of the strip, asking him to have 

the Sheriff stop over on his return 
trip. 

As a consequence, the cartoonist 
not only routed the Sheriff and his 
friend Clancy through Savannah but 
had the former stop at the Citizens 

















MICKEY FINN— By LANK LEONARD 
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Nationwide publicity 


and Southern bank to cash a travel- 
er’s check, and discover his ‘“‘old 
friend’’ Joe McAvoy there. A series 
of five cartoons, one of which is 
shown above, were devoted to this 
episode. As a result of this ‘‘adver- 
tising,”’ the bank received letters 
from all parts of the United States. 
+ 


Retirement has come to well- 
known Louis H. Northrop, assist- 
ant vice-president, the First National 
Bank of Chicago, who has been in 
charge of the new business depart- 
ment and has had supervision of the 
bank’s advertising. His successor to 
head the new business department 1s 
George F. Sisler, who has been en- 
gaged in this type of activity for the 
bank for the past eighteen years. 
He will be assisted by John S. Glea- 
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VaruftiCheck Seruice Mau 


PLUS 


NEW THRIFTIMATIC CHECK IMPRINTER! 


Backed by 10 years’ experience with ‘on-the-premises’ check imprinting! 





WITH THESE NEW FEATURES 


1) Automatic feed. 2) Power-operated. 3) Count regulator. Merely 


set pre-selector dial to number of checks and standard deposit 
tickets to be imprinted—and flip switch! Shuts off at desired 
quantity. Checks come out face up with assured quality imprints. 
Compact! Takes little more space than a typewriter. 


Choice of 3 Imprint Positions 





Checks can be imprinted with name, address and 
city. Professional appearance assured through 
use of varied type styles. ‘One-time’ composi- 
tion eliminates re-distributing or wasteful dis- 
carding of type. TYPE PERMANENTLY 
LOCKED IN REVOLUTIONARY ‘“NAME- 
TUBE”> ALWAYS READY FOR INSTANT 
USE. 


You Make No Investment! 
This New Check Imprinter 
Is Yours As Part Of 


VeriftiCheck Sewice 


We—not the bank—make the total investment. 
We are satisfied to derive our return entirely from 
successful results produced for the bank. To 
assure that success, a continuous advertising 
program with a wide choice of material for all 
media is prepared for each client bank. We pro- 
vide all operating forms and supplies necessary 
to service the ThriftiCheck accounts. 

Find out more about ThriftiCheck service and 
the new TurirtiMatic Check Imprinter today! 
Just write, call or wire for full information. 


BANKERS DEVELOPMENT CORPORATION 
31 NASSAU STREET «© NEWYORK5,N.Y. © Telephone: REctor 2-7580 


son, Jr. and Paul E. Nordstrom, 
both assistant cashiers. 

Harry G. Duntemann, assistant 
cashier, has been placed in charge of 
the bank’s advertising department, 
of which he has been a member since 
1920. 

Sd 


It all started with a _ two-inch 
horseshoe which William H. Ogles- 
bee, veteran information man of the 
Liberty National Bank, Chicago, 
found on the floor of the bank lobby 
in July, 1948. 

As he was affixing it on his infor- 
mation desk a customer asked: 


‘‘What have you got there, Bill?” 
‘Just a good luck horseshoe.”’ 
“Well,” said the waggish cus- 

tomer, ‘‘here’s a dime. Now you've 

got a ‘dime—and horseshoe’.”’ 

Always one to go along with a gag, 
Bill glued the dime inside the horse- 
shoe. 

The customers began to contribute 
“good luck’”’ pennies. Mr. Oglesbee 
glued them to the front of the desk, 
forming a huge ‘“‘L N B—48.”’ Then 
he covered the sides inside and out 
with pennies. To date more than 
12,000 pennies have been contributed 
and 78 tubes of glue have been used 





Oar 


‘ NY, ak. 


eo , 


monn 


* PORTLAND 





CALIFORNIA 


San Francisco 
(Head Office) 


OREGON 
Portland 


WASHINGTON 
Seattle and Tacoma 


q 


FRANCISCO 





Member 
Federal Deposit 


Insurance Corporation 

















Western 

banking service— 
at once local and 
Coastwide ! 


There can be a definite 
advantage to you in the fact that 
this eighty-five-year-old bank 
operates in all three Pacific 
Coast states. 


Our service not only is 
Coastwide, but local, as well. 
As a customer of any one of our 
offices, you receive the closely 
integrated information and 
service facilities of a// our 
offices—for local business, 
for coastwide business, or 
for foreign business 
through four principal 
Pacific Coast ports. 


THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 














More than 12,000 pennies 


in the fastening process. The desk 
has been written up in two Chicago 
papers and in Ripley’s “Believe I 
Or Not” column. 

Mr. Oglesbee has been with the 
Liberty National for more than 18 
years. When he retires he plans to 
contribute the desk to a certain Old 
Peoples Home in Chicago. So when 
the ‘“‘good luck’’ pennies return to 
circulation they will help a _ good 
cause. 

¢ 


Robert B. O’Brien has 
named a vice- 
president of 
Chemical Bank & 
Trust Company, 
New York City. 
An assistant vice- 
president since 
1947, he has been 
supervising the 
bank’s western 
business. Prior to 
joining the Chemi- 
cal staff he was 
associated with Central Hanover 
Bank & Trust Company, New York 
City, and represented that bank in 
an eastern territory. 


been 





R. B. O’BRIEN 
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Two new business development 
men at the First National Bank in 
Houston, Texas, have received pro- 
motions. John L. Andrew, for the 
past two years an assistant vice- 


J. L. ANDREW J.D. LEA 
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Mir. wHorraBy’s Office is very Olde 
English ...except for phones, typewriter, 
cover girl secretary and P. Wilfred himself. 

He’s late English, and looks like What 
The Well Dressed Man Will Wear Next 
Year...a worrier, awfully Correct Thing, 
and wouldn’t be caught dead with his tie 
crooked—goes with the business, I guess. 

But he’s no dope...does very well with 
Wulspen Woolens, Ltd., importing fancy 
suitings for two-hundred-clams-per-copy 
tailors, and a few big manufacturers. Sends 
out catalogues, swatches, quotations ...a 
natural for a postage meter. 

I popped in on P. Wilfred of a Monday 
a.m.,and by appointment, of course. Cover 
Girl was just uncovering the morning mail. 

P. Wilfred warmed up to the postage 
meter... Buying postage by having the 


postal chaps set the meter was novel— 
but sound, very! Because no stamp with 
stickum on its back was too bally practical, 
what? Dampish days they did clot? 






NEW DESK MODEL}!...The DM 

is a postage meter for everybody! 
...only a little larger than your 
phone—but it stamps and seals 
. mail of all kinds and classes}... 

r “rite for FREE descriptive folder...today! 


Mh. Whovrably, while very young was protably 
frightened by a wring collar... 


Keep a short stock of stamps, and run 
shy of threes, say—then what? Two and 
one look messy, while five was too much... 
many a mickle makes a muckle, mustn’t 
forget! With a big stock, stamps get lost— 
or lifted, eh? But postage in a gear ratio 
—couldn’t get around it! Clever, utterly! 

. 1 wondered who was selling who! 


ParintTInG one’s postage—charming! 
Recalls the royal prerogative, King’s signet 
ring and that sort of thing! ... Print any 
value stamp with those jolly little levers? 
Devastatingly ingenious! Print postmark? 
And a postmark advertisement—splendid! 
Seals envelope, too? Remarkable! 

P. Wilfred babbled on... So pleased 
with the meter’s “accounting aptitude.” 
And metered mail moves fast through the 
postoffice—jolly well should!... 

If I ever saw a sale in the well known 
bag, it was PWW...Then he just froze up! 

**‘Wonderful machine, old man, but not 
for us. Wool trade wrapped in tradition, 
y'know. Meter stamps maybe not dignified” 

.. P. Wilfred goes out to see a buyer... I 
don’t know whether to smack him or spit! 


PITNEY-BOWES, Inc., 


“Wer 


machines... 





PITNEY-BOWES 


Well, who comes up fighting, but Cover 
Girl! “Dignity!” says she. “‘Let’s show him 
some of the mail we get! A postage meter 
might help me make a lot more dignified 
departure nights, too!” 

In PW’s wastebasket were thirty-one 
meter-stamped letters! Cover Girl starts 
thumb-tacking envelopes on the display 
board... When PW gets back, his eyes 
pop at the show of meter-stamped mail 
from top drawer tailors, banks and stores 
all over, Madison Avenue, Fifth Avenue, 
Rochester; his local bank, New York banks, 
London banks; English mill agents, two 
Bond Street shops . . . Has metered mail a 
class clientele? You tell °em! Or let PW do 
it—he burbles! . . . [couldn’t marry Cover 
Girl (ineligible—me) but gave her the best 
lunch anybody could buy! 


Dicnity—or don’t mention it—there’s 
a postage meter model for every bank, 
small or large! If you want to see a list of 
banks that use metered mail... call the 
Pitney-Bowes office nearest you. Or write 
direct to Stamford for, ““So You Have No 
Mailing Problems?” 


stage Meter 


largest makers of mailing 


3106 Pacific Street, Stamford, Conn. 
Originators of the postage meter... 
Offices in 93 cities in U. S. and Canada. 


president in charge of this activity, 
has been named a vice-president. 
James D. Lea has been elected 
assistant vice-president to call on 
national accounts. 

+ 


When a bank goes “all out” to 
celebrate the birthday anniversary 
of a member of its staff, it usually 
signals a noteworthy milestone for a 
top executive. Recently, The Cos- 
mopolitan National Bank of Chicago 
staged such a party for its 80-year- 
old floorman, Ed (Granddad) Froh- 
muth. 

The bank’s lobby was decorated 


for the occasion with a huge sign 
across the balcony extending felicita- 
tions, and another sign announcing 
that cake would be served on the 
occasion and inviting customers to 
join in the fun. When some of the 
town’s prominent bankers heard of 
the party they hastened to partici- 
pate. Charles G. Dawes, 84-year- 
old chairman of the board of the 
City National Bank and Trust Com- 
pany, and Walter J. Cummings, 
chairman of the board, Continental 
Illinois National Bank and Trust 
Company, helped Mr. Frohmuth in 
the cutting of the mammoth birth- 
day cake. 





TO BANKS INTERESTED IN 
FOREIGN REMITTANCES 


‘ 


HIS YEAR as in the past years Americans will send 
millions of dollars abroad as Christmas Gifts to rela- 


tives and friends. 


We offer an easy-to-operate foreign remittance service 
to banks that do not maintain direct overseas connections. 
Our service is complete. We furnish the necessary money 
order and draft forms, advertising copy, posters and circu- 
lars, and suggest solicitation methods. Our forms, which 
are supplied free of charge, are simple and easy to use. 

Orders entrusted to us are forwarded direct from Chi- 
cago to the country of destination. Our drawing facilities 
enable our bank correspondents to issue checks on all 
important cities throughout the world. 

We will be happy to send you, without obligation, 
complete details of our foreign remittance service. 


AMERICAN NATIONAL BANK 
AND TRUST COMPANY OF CHICAGO 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


LA SALLE AT WASHINGTON 








Many of the customers commented 
in glowing terms on this friendly and 
human gesture on the part of the 
bank’s management. 


o 


Henry A. Frey, Jr., and Roger A, 
Barth have been 
advanced to vice- 
presidents by the 
Seattle-First Na- 
tional Bank. Mr. 
Frey has been as- 
sistant vice-presi- 
dent in the bank’s 
foreign depart- 
ment since 1947 
and Mr. Barth has 
been assistant 
vice-president of 
the Spokane and Eastern Branch as 
supervisor of the Eastern division 
employee personnel program. 


o 








H. A. FREY, Jr. 


Quite a number of our moder 
bankers are air-minded and fly their 
own sky craft. ‘‘Hal’’ Vincent, 
president of the State Savings Bank, 
Otsego, Michigan, is one of those 
who are frequently “up in the 
clouds,’”’ even though he has his feet 





Enthusiastic birdman 


on the ground when it comes to 
running a progressive small bank. 

Here he is shown in his pride and 
joy, in which he recently lofted the 
high school winners of an_ essay 
contest covering the details of a trip 
through the bank (BURROUGHS 
CLEARING House, August, 1949). 
He also finds the plane handy if 
commuting to Lansing to attend 
committee meetings of the Michigan 
Bankers Association, in which he 
is active. 

e 


Promotion has come to Vernon 
Wooten, associated with the Trust 
Company of Georgia for the past 
twenty-five years, and an assistant 
vice-president for several years. He 
has been named a vice-president 1 
charge of the new West Peachtret 
office in Atlanta. 
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Banking Information 


A booklet, “Questions and Answers 
about Canada’s Banks,” has been 
issued by the Canadian Bankers’ 
Association, containing a list of 104 
questions covering Canadian banking 
problems from an economic and politi- 
cal standpoint. 

The brochure deals with bank re- 
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C. B. A. informative manual 


serves, safeguarding depositors’ funds, 
values in inflation, credits, functions 
of the Bank of Canada and the Indus- 
trial Development Bank, restrictions 
on bank operations, competition among 
Canada’s ten banks, and similar topics. 
It also goes into detail to refute com- 
mon fallacies on bank operations and 
discusses the dangers of bank nation- 
alization. 
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New Housing Subsidies 


_To enable the Federal and Provin- 
clal Governments to enter the field of 
low cost house building, and to allow 
ower down payments for prospective 
home buyers, legislation is being 
lanneci to amend Canada’s National 
Housing Act. The plan was announced 
Y Reconstruction Minister R. H. 
Winters in Parliament at Ottawa late 
i Sepiember, and it is understood 
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By JAMES MONTAGNES 


that the basic amending legislation is 
to be placed before Parliament before 
the end of November or by year-end 
at the latest. 

Under the plan it is proposed to 
allow home owners buying from a 
builder or those building their own 
homes to make but half the down 
payment now required. This would 
result in more potential home owners, 
Minister Winters explained. The im- 
portant factor in this plan is the 
requirement that the sale price of the 
house must be “fair and reasonable.” 

“There would be no restrictions upon 
the builder as to the price at which he 
may sell the house,” Mr. Winters 
stated. “However, the extra loan 
would only be made to the home 
owner if at the time of the application 
for such extra loan, we were satisfied 
that the sale price was fair and reason- 
able. Although this larger NHA loan 
would take the form of two advances, 
the first to the builder and the second 
to the home owner, the original mort- 
gage deed under which advances would 
be made to the builder would be 
written at an amount sufficient to 
avoid additional registration and legal 
costs if a further loan was made to 
the home owner.” 

Officials of the loaning institutions 
under the NHA, which includes trust, 


mortgage and life insurance companies, 
report that as of early October no 
arrangements had been made as yet 
with the government as to terms for 
such additional loans. In fact, the 
legislation at that time had not been 
finally drafted. The amendments 
would be on a broad policy basis, with 
regulations to be worked out after the 
legislation had been passed by Parlia- 
ment. 

A second part of the government’s 
new housing plan covers a Federal- 
Provincial partnership on a 75-25 per 
cent financial basis to undertake a 
potential three-point program of land 
assembly, construction of houses for 
sale, and of rental units. The province 
would arrange for the land and serv- 
ices, and would get municipal requests 
for aid. Ottawa would plan, design 
and construct the projects. There 
would be joint management of each 
project. Municipalities would receive 
in lieu of taxes an amount equivalent 
to normal tax revenues. They would 
also share the provinces’ 25 per cent of 
the financing. The Federal and Pro- 
vincial Governments would stand 
losses on the same 75-25 per cent basis. 

Mr. Winters pointed out that during 
conversations with the provinces, the 
provincial representatives favored land 
assembly and building homes for sale, 
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IMPERIAL BANK OF CANADA 


This bank provides financial facilities for producers and 
manufacturers and through its branches and agencies 


COMPLETE BANKING SERVICE 


We invite inquiries from United States business firms 

and individuals—these will receive prompt attention and 

should be addressed to any of our branches or to: 
Superintendent of Foreign Business. 


IMPERIAL BANK OF CANADA 


TORONTO, CANADA 


320-46 

























but not low cost rental housing de- 
velopments, feeling that the present 
was not a good time to go ahead with 
such plans, desirable as they might be. 
The government’s plan would make 
legislation broad enough to include 
rental projects on either an economic 
or a subsidized basis. Federal and 
provincial agreements would have to 
be made for each of the ten provinces. 

Financing the 75-25 per cent plan 
of house building would come from 
the general treasury. It is not pro- 
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Canadian Bank Connections 


NEW 
FOUNDLAND 











The Canadian Bank of Commerce offers to banks 
abroad ... and to their customers, Canada-wide ser- 
vice, through its 560 branches across the Dominion. 

These branches reach into practically every Canadian 
agricultural community; through the great forest 
areas; into all the rich mining sections, including the 
new oil fields of Western Canada; as well as the major 
industrial centers. 

Enquiries cordially invited from banks .. . on their 
own behalf and in their customers’ interests. 
























































THe CANADIAN BANK OF COMMERCE 


Head Office: Toronto 
560 Branches across Canada and in 
New York SEATTLE PorTLAND, ORE. SAN FRANcIScO Los ANGELES 
Lonpon, ENG. AND THE WEsT INDIES 
























































institutions is expected to the govern. 
ment’s entry into the building field, 
envisaged by this new legislation. 
This is in part due to the fact that the 
Canadian Government in a number of 
ways has been in the house building 
business since 1940. Moreover when 
such houses were sold or built for sale, 
they were disposed of on an economic 
basis, competing with houses built by 
efficient private builders. There was 
no selling at below cost or on a sub- 
sidized basis. Private builders, in- 
cluding large financial institutions as 
life insurance companies, have steered 
away from low cost rental housing 
projects in Canada. There is no 
development in Canada comparable 
to the large scale projects by private 
industry in the United States. 
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Personnel Changes 


Changes in the top executive per- 
sonnel of the Royal Bank of Canada 
have been made in England and 
Canada recently. E. B. McInerney, 
manager of the London, England, 
branch for the past 20 years, has been 
appointed a director of the bank, and 
is succeeded at London by B. Strath, 
an assistant manager at the London 
branch for the past year. Mr. Mc- 
Inerney joined the bank in New 
Brunswick in 1904, and saw service in 
branches throughout eastern Canada. 
He was in charge of the Paris, France, 
branch from 1922 to 1929, when he 
moved to London. 

Mr. Strath joined the Royal Bank 
at Brandon, Manitoba, and saw serv- 
ice in various parts of western Canada. 
He was moved to England as a special 
representative in 1945. 

C. B. Clark has been appointed 
supervisor of banking arrangemen|s 
for the Royal Bank of Canada, suc- 
ceeding J. L. Lawson, retired. Mr. 
Clark has been at various branches in 
eastern Canada, and since 1945 has 
been assistant supervisor of banking 
arrangements. Mr. Lawson, supervisor 
of banking arrangements since 1926, 
has been a member of the Association 
of Reserve City Bankers for many 
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years and has been active in the 
affairs of the Bankers’ Association for 
Foreign Trade. 

John O. Galloway has been retained 
by the Canadian Bank of Commerce 
as petroleum consultant. This is the 
first such appointment by a Canadian 
bank, and is due to the growing im- 
portance of western Canadian oil fields. 
* + + 










75th Anniversary 


At the end of this month the Na- 
tional Canadian Bank, better known 
as Banque Canadienne Nationale, 
with head office at Montreal, will issue 
its 75th annual report. Serving pri- 
rer. @ marily the Province of Quebec, the 
field @ bank also has a number of offices in 
tion, @ Ontario, Manitoba and Saskatchewan, 
t the especially in areas of French-speaking 
er of @ Canadians. 
ding The National Canadian Bank began 
when its life in 1874 as the Banque d’Hoche- 
sale @ aga, the Indian name for what is 
omic @ today Montreal. A group of Montreal 
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cae businessmen, headed by Louis Tour- 
rance, @ Ville, obtained the charter from the 
pig newly formed Canadian Government. 
The aftermath of the First World 
Bank® Var brought about a number of 
eee Canadian bank amalgamations. In 
snada.@ 1924, Banque d’Hochelaga, absorbed 
special Banque Nationale. The following year, 
| authorization was obtained from the 
ointed® “ANadian Parliament, to change the 
ments "@me to Banque Canadienne Na- 
,, suc UOnale, with the English version 
Mr. National Canadian Bank. Today the 
shes inf 4k operates 232 branches and 308 
15 has Svb-agencies, most of which are in the 
anking§ 'TOvince of Quebec. 
ervisor¥ he bank has for a number of years 
- 1926, 8 °Perated a branch in Paris, France, 
ciation § Which is known as Banque Canadienne 
many § Nationale (France). 
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Speeding Your 








Canadian Transactions 


The Manufacturers National Bank welcomes the op- 
portunity to work with other banks in taking care 
of Canadian business. Here are some of the specific 
services we are prepared to render: 


1. Handling cash items promptly, payable in 


official exchange or free Canadian funds. 


2. Making prompt collections, clean and doc- 
umentary. 


3. Buying and selling Canadian currency at pre- 
vailing market rates. 


4. Collecting maturing bonds, coupons, dividends. 


5. Obtaining credit information on individuals 
and corporations. 


6. Keeping correspondents informed on Canadian 
Exchange Regulations. 


7. Transferring funds by cheque, money order 
or telegraphic transfer anywhere in Canada. 


Why not route your Canadian business through the 
Foreign Department of this Bank. 


MANUFACTURERS NATIONAL BANK 


Member Federal Deposit Insurance Corporation 
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HELPS za) 
BUILD 

BUSINESS 
for Banks 


@ When you lend money to a farmer for things 
that bring him a better, surer income...and at 
the same time protect and improve his basic 
collateral, the soil...you are building a good 
customer for your bank. It is good business to 
encourage such advanced farm practices even 
when they don’t call for new money from you 
or new machinery from us. 

That’s the reason for the booklet shown 
above. In 30 bulletin-size pages it packs a score 
of sound farming practices—some new, some 


CASE ! 


FULL-COLOR MOVIES 


Motion picture films with sound are available in 16 
mm. size for showing to schools, civic groups, farmer 
meetings, conservation clubs, etc. Some of the subjects 
are terracing, contour farming, pond-building. Send 
for latest edition of ‘‘Visual Education Materials’— 
catalog of Case films, booklets, wall charts. Address 
Educational Division, J. I. Case Co., Racine, Wis. 
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old, all profitable and protective. It cities such 
authorities as Morrison’s “Feeds and Feeding” 
and the state experiment stations. It refers 
repeatedly to local and regional data available 
from the Soil Conservation Service, county 
agents and agricultural colleges. 

It’s so brief, so simple, so full of photos 
there’s no room to go into much detail. Its pur- 
pose is to arouse interest, suggest plans, stimu- 
late action. Its scope ranges from stubble-mulch 
tillage to safety principles. It’s just one of many 
educational booklets, movies, charts, etc., cre- 
ated by Case. 

We'd like to send you a sample...or a supply, 
if you can use it...of “Advanced Farm Prac- 
tices.” And remember—we believe that financing 
of farm machinery sales is business that belongs 
to local banks. J. I. Case Co., Racine, Wis. 
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THE BOOKLET COUNTER 


| 








| Security ... A practical, 72-page, 
illustrated booklet issued by an insur- 
ance company and of wide financial 
interest. It follows a typical American 
family through the various stages of 
analyzing their financial standing and 
planning for a lifetime of security. 

The booklet lists and discusses in 
detail the financial assets so necessary 











Fico fe.) BES SE Ee wha 
How to get 
that wonderful 
feeling of 
SECURITY 





By J. K. LASSER and SYLVIA F. PORTER 


authors of “How To Live Within Your Income™ 





A financial program 


to a sound living standard. The six 
components of a family’s financial 
security, as listed by the authors, in- 
tude a home; government bonds: 
defense bonds, war bonds, savings 
bonds; social security; the family’s 
bank savings; insurance: life, health, 
accident, mortgage, and annuities; 
and corporate bonds and stocks. 


More Automobile Finance 
Volume ...a promotional booklet on 
4 national, automobile finance plan 
developed by the American Install- 
ment Credit Corporation. The plan is 
intended to provide banks with a plan 
similar to the plans used by finance 
companies to aid in increasing finance 
Volume. 

The plan purportedly solves the 
dealer’s reserve problem, provides con- 
lmuous and dependable insurance 
overage, helps to build business in 
other banking departments, and sup- 
plies up-to-date advice and authentic 
iformation on current automobile 
financing. 

Other advantages of the plan include 
late charts, operating techniques, an 
operating manual, staff indoctrination, 
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These booklets are available upon 
request, free of charge ar obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











field service, advance information, 
acceptance with dealers, and factory 
contacts. 


International Trade... A _busi- 
ness leaflet that evaluates the proposed 
International Trade Organization, 
starting with a brief history leading up 
to the present status of the plan. The 
booklet duscusses the role of the 
I. T. O., the need for international 
economic co-operation, and the provi- 
sions of the I. T. O. charter, which 
include: tariffs and preferences, quan- 
titative import controls, state trading, 
subsidies, economic development and 
international investment, employment 
and economic activity, restrictive busi- 
ness practices, commodity agreements 
and the organization of the I. T. O. 


Public Relations . .. A four- 
part program outlining and ‘illustrating 
a two-year public relations plan for 
banks, based on the author’s 30 years 
of experience. The program, step by 
step, includes (1) a 20-page booklet 
called ‘“This thing Called Public Re- 
lations,’ which is distributed to the 
bank employees, (2) a letter from the 
bank’s executive officer, (3) the dis- 
tribution of a series of 52 messages on 
colored blotters, at two-week inter- 
vals; and (4) an additional message on 
each employee bulletin board, also at 
two-week intervals. The booklet and 
a number of the blotters and posters 
are illustrated in the program booklet. 


Farming Is A Business... A 
monthly business review booklet of 
interest to bankers in agricultural 
areas who must meet the financial 
needs of farmers. It tells how the 
modern farmer must possess manage- 
rial ability in order to maintain an 
adequate volume of business, control 
expenses efficiently, and achieve a 
proper balance between all phases of 
the farm business. The review dis- 
cusses the farm business volume, soil, 
crop and livestock programs, and gives 


a district (Texas) summary of agricul- 
tural and financial conditions. 


International Bank Reference 
. . » A brief summary in pamphlet 
form of the purposes, organization and 
operations of the International Bank 
for Reconstruction and Development. 
It gives a brief history of the bank, its 
present status and capital structure, a 
statement of loan commitments as of 
June, 1949, a description of outstand- 
ing obligations now listed by the bank, 
and a list of the officers and directors 
now in control of the bank’s opera- 
tions. 


‘*‘Protection For Your Family’’.. 
A promotional booklet stressing the 
factors that make a trust company 
better suited than an individual to act 
as executor of an estate. It explains 
how a trust company, unlike an indi- 
vidual, is not only certain of surviving 
the testator, but also of remaining 
competent to complete its work as 
executor, thereby ensuring the dis- 
charge of all duties and responsibilities 
pertaining to an estate. 


Four Steps To Success ...A 
four-way folder of interest to banks 





In a recent series of adv 
Bank of Virginia outlined 4 
tial to the attainment of suce 
security 
We have prepared this folde: q 


sponse to requests for reprints a 


advertisements and send it to you ii 


lief that you will find its messog 


now and in the future. 





Ad campaign in series 


considering methods for conducting 
an advertising campaign in series. 
The campaign stresses four steps to 
success and security: Learning to con- 
trol spending; saving something from 
every pay check; choosing goals that 
mean success; and, selecting a bank 
that will be a partner. 
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The Two Important Names 
in Microfilm 








Burroughs microfilming is fast, simple, 
efficient and economical. Its adaptability 
= its use in both current record 

eeping and in reducing storage records 
to permanent film copy. 


With this versatile microfilm equipment, 
you also obtain the knowledge and exper- 
ience of your Burroughs representative to 
help you apply it to your methods, your 
needs, for greatest efficiency. Burroughs 
has been helping mechanize office meth- 
ods for over 60 years. 


You can count on continuous operation of 
your microfilm equipment at peak effi- 


BURROUGHS 
MICROFILMING 


This modern, precision-built recorder 
permits hand or automatic feed and a 
choice of three reduction ratios. A 
flick of a switch selects 8 mm. or 16 
mm. photography on 16 mm. 






















assures 


precision results 


at 
lower cost 


film. 


ciency because of its dependability .. . plus 
the skill and availability of the nationwide 
Burroughs service organization. And Bur- 
roughs processing centers are strategically 
located to assure rapid handling and im- 
mediate development of exposed film to the 
highest technically controlled standards. 


Here’s another important point. You will 
own the microfilm equipment you are 
operating, which further reduces micro- 
filming cost. 


Ask your local Burroughs man to show 
you specifically how Burroughs micro- 
filming can help you. 





using the automatic feeder. 


Saves Space—Normally over 4,500 
cubic inches of documents can be re- 
duced to 16 cubic inches of microfilm. 


Saves Time— As many as six documents 
can be photographed in one second, 


WHEREVER THERE’S BUSINESS THERE’S 


Burroughs 


Five Basic Advantages of Burroughs Microfilming 


Saves Money— Saves labor, filing equip- 
ment, storage and working space. 
Assures Accuracy— Photographic accu- 
racy is unequalled. 

Assures Protection— Reducing documents 
to microfilm protects against misfiling, 
extraction or alteration. 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


‘Entry in Bank Book 


In a recent Illinois case a depositor 

‘sued a bank for $1,430.76, which he 
‘said was a deposit made by him on a 
‘named date. The bank answered that 
‘no such deposit had ever been made 
“by the plaintiff. 
) The plaintiff produced his bank 
‘book which contained an entry of a 
"deposit in the sum of $1,430.76 on the 
bspecified date. A second deposit of 
$1,427.72 on the same date also 
appeared. 

The plaintiff, who was his only 
witness, testified that in his tavern he 
cashed a great many payroll checks 
‘for employees of two local industries. 
He said that on the date in question 
he went to the bank and passed his 
bank book and a deposit slip with 
checks through the window and that 
the total, after being verified by the 
teller as $1,430.76, was entered in his 
bank book. He testified that he then 
handed the teller a second deposit slip 
with checks attached and after some 
conversation as to the reason for not 
‘handing both deposits in at the same 
time, the second group of checks was 
itotaled and that deposit entered in the 
bank book in the amount of $1,427.72. 

When he received his monthly 
statement he noticed that he was not 
given credit for the deposit of $1,430.- 
76. He then went to the bank and 
asked that this be corrected, but 
neither the teller nor the bank’s vice- 
president could find any record of two 
deposits on the date named. 

An assistant cashier of the bank 
testified that he went through the 
deposit slips for the specified date and 
found only one for the plaintiff on that 
day. He obtained the payroll checks 
for the entire month from the two 
local industries and was unable to 
find any checks bearing plaintiff’s 
endorsement except those included in 
deposits actually credited to plaintiff. 

The teller who handled the trans- 
action said: “I am almost positive 
this is just what happened, namely, 
that plaintiff handed in a deposit and 
Iran up the total of the checks, made 
a1 entry in his book, then checked 
against the entry and found an error 
had been made and asked him to let 
me run them over again.” He desig- 
nated as an error the first entry he 
had made in the amount of $1,430.76 
and said the second amount of $1,427.- 
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District of Columbia 


72 was the correct amount of the only 
deposit made by the plaintiff that day. 

Discussing the law of the case, the 
Appellate Court of Illinois said: 

“Testimony that a deposit was 
made, supported by an entry by the 
bank of such deposit in the deposi- 
tor’s bank book is sufficient to justify 
a recovery by the depositor, even 
though contradicted by the teller and 
the bank’s records. An entry in a 
depositor’s bank book by the bank is 
an admission of liability on the part of 
the bank, and is ordinarily regarded as 
prima facie evidence of such deposit, 
but not conclusive on either party.” 

Although the jury brought in a 
verdict in favor of the depositor, the 
court sent the case back for a new 
trial. (Bugdoian vs. Trust Company, 
86 Northeastern Reporter, Second 
Series, 253.) 
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Partnership Note 


A Mississippi bank was _ payee 
of a negotiable note of which the 
maker was “C. & S. Shemper Co. by 
I. Shemper.”” When I. Shemper was 
sued on the note he contended that 
the instrument was not his obligation 
and that he was not the maker. He 
claimed that he signed merely as a 
representative of the C. & S. Shemper 
Company, a partnership composed of 
his wife and daughter, who was ten 
years old at the time the note was 
executed. He testified that he had 
been appointed guardian over his 
daughter’s estate, and that the chan- 
cery court which had jurisdiction of 


the guardianship, had authorized him 
to invest his daughter’s funds in the 
partnefship. The vice-president of the 
bank testified that I. Shemper was the 
only person known to the bank in the 
transaction and that I. Shemper had 
referred to the plant of C. & S. Shemper 
Company as “‘my business.” The vice- 
president understood that C. & S. 
Shemper Company was a trade name 
used by I. Shemper. 

A judgment in favor of the bank 
was affirmed by the Supreme Court of 
Mississippi, which said: 

“S. Shemper, the ten year old 
daughter of I. Shemper, by reason of 
her minority, was unable to contract 
and hence was unable to enter into 
any form of partnership relation and 
assume liability as partner. 

“A minor, unable to enter the 
partnership relation, by reason of 
incompetency to contract, is not bound © 
to the partnership liability for the 
partnership’s obligation. Hence, S. 
Shemper was not bound for the pay- 
ment of the note herein sued on. This 
would leave C. Shemper the only 
remaining alleged partner. It is funda- 
mental that one cannot enter a part- 
nership solely with himself and the 
partnership contained no other part- 
ner. Hence there was no partnership. 

“When I. Shemper signed the name 
of the partnership as agent for the 
partnership, he was without authority 
to bind the minor, S. Shemper. Hence 
she was not bound for the payment of 
the note and I. Shemper had no 
authority to bind her, and since a 
partnership of only one partner can- 
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MILLIONS DREAM OF COMING 
TO THE U.S.A. 


maybe they know something you don't 








These newcomers to America know 
some things better than we do. 


They have worked in jobs picked 
by a dictator’s order. They know 
what freedom can mean... . the right 
to work where you please, and ad- 
vance by your skill. 


They have had their fill of police 
states. They know the value of free- 
dom . . . the right to a voice in elec- 
tions, free of fear. 


They have seen hunger and short- 
ages enough to make America’s dark- 
est days seem like times of plenty. 
They know our system of free com- 
petition, free, collective bargaining, 
private property, personal incentive, 
has brought a standard of living un- 


equalled in the history of the world. 


Let’s keep America that way... 
the hope of the world. 


Let’s make sure that our freedom 
is not stolen. And let’s keep right on 
raising our standard of living... 
making sure that there will be still 
more for every American to have and 
enjoy in the future. 


We can do it, too. We’ve learned 
from the past that in good times or 
bad the way to have more is to pro- 
duce more for every hour we work. 
So let’s keep on working together— 
labor and management—to increase 
productivity .. . devising new ways 
to use mechanical power to free hu- 
man beings from burdensome toil . . . 
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building new and better machinery 
that cuts time and cost . . . sharing 
the benefits of better production. 


Then it will be possible for all 
Americans to keep on producing 


more and more goods . . . working 
shorter hours . . . and enjoying an 
ever higher standard of living. 


@eeeeseesceseeseeeeeeseeeeeeeese 
FREE Send for this valuable 
booklet today! 


Approved by representatives of 
Management, Labor and the Public 





In words and pictures, it tells you 
e How our U. S. Economic System started ¢ 
Why Americans enjoy the world’s highest 
standard of living « How mass production 
began « How we have been able to raise 
wages and shorten working hours « Why the 
mainspring of our system is productivity * 
How a still better living can be had for all. 


MAIL THE COUPON to Public Policy Com- 
mittee, The Advertising Council, Inc., 25 
West 45th St., New York 19, N. Y. 
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not exist, the principal was non- 
existent and I. Shemper as agent for a 
non-existent partnership can claim no 
protection against liability. He is 
liable for the payment of the note.” 
Rejecting the contention that I. 
Shemper as guardian was authorized 
by a decree of the chancery court to 
invest the minor’s funds in the partner- 
ship, the court continued: 
“The statute provides how guardian- 
| ship money shall be invested; there is 
no provision authorizing the invest- 
ment of such funds in a partnership. 
If there was any decree of the chancery 
court authorizing I. Shemper as guard- 
ian to invest the minor’s funds in the 
partnership, it was a void order 
rendered without authority on the part 
of the court to render it. No such 
decree appears in the record, but if 
there was such decree it added nothing 
to the guardian’s rights, and no pro- Checks, cash, coupons...tickets, tabs, transfers... or 
tection can be given to the guardian practically any paper form ...can be precisely counted by the 


by reason of such void order.” (Shem- Tickometer .. . at speeds of better than eight hundred a minute 
per vs. Hancock Bank, 40 Southern —five times faster than manually! 


Reporter, Second Series, 742.) And the Tickometer not only counts but imprints, too, if 





* 6 4 desired ... feeds and stacks automatically ... records both full 
and partial runs on tamper-proof registers. 
Bank Liable on Sight Draft Already in use in hundreds of banks 











and utilities, stores and industries, 
transportation and amusement companies 
...where fast, accurate. counts are essential 
... the Tickometer saves time and trouble 
anywhere currency or paper forms are 
counted! For full facts, call or mail coupon 
below for illustrated booklet and list of 
firms—large and small—where the 
Tickometer is now in use. 


A corporate depositor in a Michigan 
bank informed an officer of the bank 
that it had arranged with a seller of 
steel to ship steel to it on sight draft 
with bills of lading attached and 
asked that the bank honor such sight 
draft when it arrived. 

A few days later a teller of the bank 
telephoned the depositor’s treasurer 
that the bank had for collection a 
ry sight draft drawn on the corporation 
ng by the steel concern. The treasurer 

asked the teller what documents were 
all attached, what the invoices showed 
ng and if there were bills of lading 
ing attached. The teller replied that 
an there were straight bills of lading 

attached together with some invoices. 

At the treasurer’s request the teller 
vee fp ‘hen informed him of the total amount 
of the steel purported to be listed on 
the bills of lading. The corporation’s 
treasurer then directed that the draft 
be honored and charged to the corpo- 
ration’s account. 

After charging the amount of the 
draft to the account, the bank mailed 
the documents to the corporation and 
remitted the proceeds of the draft to 
a2 Ohio bank. Four days later the 
‘corporation, not having received any 
shipment of steel, checked the bills of 
lading and discovered that they had 





Pitney- Bowes 
TICKOMETER 


Counting and Imprinting Machine 


Made by the originators of the postage meter... 
offices in 93 cities in U. 8. and Canada 
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25 not | sass vt es ‘ames by any $111 Pacific St., Stamford, Conn. 

Carrier. In fact, the so-called bills of = Please send illustrated Tickometer booklet to: 
- lading did not show any shipments of ~~ ie 
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aes The corporation never received any Firm_ - 
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aving absconded. ‘The corporation : 
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and returned the draft and attached 
documents toit. The bank endeavored 
to stop payment to the Ohio bank, 
but it was too late. When the bank 
refused to credit back the amount 
which had been charged for the draft 
to the corporation’s account, the corpo- 
ration sued the bank for the money. 
The bank’s principal defense was that 
there had been no misrepresentation 
of facts by its teller in his conversation 
with the plaintiff’s treasurer. 

Ruling against the bank, the Su- 
preme Court of Michigan said: 

“There is no merit in that conten- 
tion. The bank had advance informa- 
tion of the arrangement between the 
plaintiff and the steel concern. The 
teller frankly admitted that he told 
the plaintiff's treasurer that there 
were straight bills of lading attached 
to the draft. The teller further testi- 
fied that plaintiff’s treasurer wanted 
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tracting capital and retaining earnings 
needed for the healthy growth of small 
business, and has urged a specific pro- 
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to know how much steel the bills of 
lading showed had been shipped and 
that, after computing the amount of 
301,500 pounds of steel, he so informed 
the plaintiff’s treasurer. 

“As a matter of fact, the instru- 
ments attached to the sight draft were 
not bills of lading. They were made 
out on bill of lading forms but had 
not been issued or signed by any 
carrier. The papers which the teller 
represented to plaintiff’s treasurer as 
being straight bills of lading were as a 
matter of fact worthless, and that fact 
was apparent on the face of the instru- 
ments. There was a misrepresenta- 
tion of a very important fact.” 

Discussing the bank’s further point 
that there was no willful or fraudulent 
intent to deceive, the court continued: 

“The teller had no willful intent to 
deceive the plaintiff, but it is obviously 
true that he intended to convey to the 
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A. B. A. PRESIDENT 


gram for correcting these faults in the 
tax structure.’ 

His views on mortage credit and 
the continued demand for housing 
bear a family resemblance to his ideas 
about small business. He sees in- 
creasing evidence that the supply of 
housing is catching up with the im- 
mediate demand. He sees no need for 
more government-sponsored housing 
credit at lower rates for longer terms. 
Housing, he points out, cannot be 
legislated into existence by liberalizing 
credit. Housing must be built. Liber- 
alizing credit only brings more buyers 
into the market to bid against one 
another for whatever housing is avail- 
able, and thus to increase their own 
long-term financial burdens of carrying 
their loans. 

There can be no valid questioning 
of the ability and willingness of the 
banks to provide needed mortgage 
credit in adequate amounts on reason- 
able terms, Peterson recently told a 
meeting of mutual savings bankers. 
Mortgage loans by mutual savings 
banks, commercial banks, and trust 
companies at the end of last year 


. totaled more than $15 billion of the 


total mortgage loans then outstanding. 


N area which calls for watchfulness 

by bankers, in Peterson’s judgment, 
is the internal efficiency of management 
and the lending policies. Increased 
operating costs, coupled with interest 
rates that are pegged low, call for the 
highest degree of internal operating 
efficiency. And he adds a word of 
warning, that banks would do well not 
to develop too much reliance on 





plaintiff, as a matter of fact, that the 
sight draft with the papers attached, 
was one that the plaintiff could be 
expected to pay and could properly do 
so. Intent need not be expressed, but 
may be inferred from the circumstances 
and the result accomplished. 

“The teller might have protected 
both the plaintiff and the bank merely 
by leaving it to the plaintiff to decide 
whether the papers attached to the 
draft were sufficient. Instead, the 
teller took the responsibility of inform- 
ing the plaintiff that straight bills of 
lading were attached to the draft. 
While actual intent to deceive is 
absent in this case, under the circum- 
stances shown the law will impute the 
intent.” 

Judgment against the bank for the 
full amount. (Wettlaufer vs. Bank, 
37 Northwestern Reporter, Second 
Series, 674.) 


service charges to offset operating costs. 

He sees an opportunity and a chal- 
lenge for banks in the field of public 
relations. Banks have made great 
strides in enhancing their reputation of 
community interest and development, 
he declares, “‘yet we have much further 
to go. We must help all classes to 
realize that we are in business to serve 
them. We want banks regarded as 
vital, dynamic institutions that are 
indispensable in an economic democ- 
racy.” 

His own bank is an excellent exempli- 
fication of the very principles that he 
sets forth. He modestly disclaims that 
his institution is materially different 
from any other well-managed bank 
in its general size group. But the fact 
is that the First National of Paterson 
provides an all-around, complete bank- 
ing service beyond what is sometimes 
found in a community such as Pater- 
son. Not only does it offer the con- 
ventional commercial, savings, and 
trust departments, but also it has 
specialized departments that handle 
bonds, consumer credit, and mortgage 
loans. All of these are aggressively 
active, and all of them make money for 
the bank. 

When Ray Peterson came to this 
bank in 1936, it provided these services 
in a rudimentary way. But it then 
had totals of $14,000,000 —obviously 
not sufficient to permit of departmental 
specialization and promotion on 4 
large scale. He came to the bank on 
invitation from the president, a manu- 
facturer who wanted to turn over this 
financial task to a man particularly 
trained for it. The First National had 
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an outstanding record, never having 
missed a dividend since it was organ- 
ized in 1864. Peterson had examined 
the bank as a member of the National 
examining force, and the directors had 
been impressed by his insight into 
their institution’s problems. He came 
in as executive vice-president for a 
one-year test of mutual satisfaction, 
at the end of the year moved up to 
president, and in 1942 became chair- 
man and president. 

To his trained eye, Paterson was 
overbanked in those days, resulting in 
a situation where nobody could do the 
intensive job of specialization that 
offers rich rewards in a growing indus- 
trial community. So he set out to 
improve the community situation and 
enlarge his own bank by putting 
several institutions together. In 1946 
his bank joined forces with the Pater- 
son National Bank, and this merged 
institution in 1948 was merged with 
The Second National Bank of Pater- 
son, which had previously merged with 
some other banks. The resultant bank 
is the First National Bank and Trust 
Company, of which Peterson is chair- 
man and B. P. Rial is now president. 
In 1949 this institution bought the 
Clifton Trust Company and the First 
National Bank of Clifton, in an ad- 
joining city. 

Today the bank has footings above 
$150,000,000, which is about 60 per 
cent of the community total. 


HE bank has five offices in Paterson, 

two offices in Clifton. They are care- 
fully referred to always as offices, never 
as branches, lest customers in neighbor- 
hoods outside Paterson’s cental busi- 
ness district get the idea that they are 
dealing with subordinate units which 
cannot give them full banking service. 
The First National carries this to such 
lengths that its two downtown units, 
which are only one city square apart 
and which clear their day’s work 
through a single set of books, are never 
called the head office or main office; 
they are the Ellison Street Office and 
the Market Street Office, on precisely 
a par with the smallest and most dis- 
tant office of the bank. 

This meticulous attention to public 
opinion characterizes practically every- 
thing that Peterson*does. His bank’s 
advertising on occasion goes hard after 
specific types of new business. But 
most of the time the First National is 
urging such institutional themes as 
“Shop in Paterson, Save in Paterson,” 
“We Provide Seed Money for Indus- 
ry,” and “Keystone of the Com- 
munity.” 

_ The new A. B. A. president’s bank- 
Ing career began while he was a high 
school senior in Girard, Kansas. His 
uncle’s institution, the State Bank of 
Girard, seemed to him a much more 
attractive opportunity than his father’s 
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"Yes, Mr. Banker, this inventory — 
can stay right here on your customer's 
premises...and St. Louis Terminal 
will issue valid warehouse receipts 
as collateral for your loan” 
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grain and mercantile business, and so 
he went to work at the bank after 
school and on week-ends. After gradu- 
ation he spent a year at State Normal 
School in Pittsburg, Kansas, and then 
a year at business college in Quincy, 
Illinois. World War I intervened, and 
young Peterson joined the regular 
Army in his zeal to get overseas. In- 
stead, his qualification card routed 
him into the finance office at Ft. 
Leavenworth as a finance clerk with 
the rank of buck private. Eventually 
he rose to second lieutenant in the 
Finance Corps, and sweated out the war 
paying off troops and discharging 
veterans at an assortment of camps 
and forts in the domestic United 
States. 

Back from the war, he landed a job 
as a Kansas state bank examiner in 
1919. Later that year, after his father 
purchased a substantial interest in the 
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separated from the main office. 
Likewise there is no limitation on 

the non-exempt duties which may be 

performed by an executive officer or 
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| or experience, 


First State Bank of Cherokee, Kansas, 
Ray moved in as cashier to look after 
his family’s affairs. In 1922 the Peter- 
sons sold out of the Cherokee bank at 
a comfortable profit, and Ray went to 
work on the national examining force. 
He worked out of the Kansas City 
office for five years; then, in an effort 
to get rid of the continuous traveling 
over that widely spread Federal Re- 
serve district, he became vice-presi- 
dent and cashier of the Citizens Na- 
tional Bank of Okmulgee, Oklahoma. 

But the country bank job ground 
him down. So he went back to the 
national examiners. For a while he 
worked out of the St. Louis office. 
Then he was transferred to the Dallas 
district, as boss of the Houston sub- 
district. In 1930, when trouble began 
cropping up in the East, he and his 
chief were moved to New York because 
of their experience in the Southwest’s 
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WAGE-HOUR REVISIONS 


employee “who owns at least a 20 per 
cent interest in the enterprise in which 
he is employed.” This, of course, 
applies to an executive who owns 20 
per cent or more of the bank’s stock. 

While not mentioned in the regula- 
tions, emergency work is said by the 
Weiss report to be within the scope of 
the responsibilities of an executive, 
although the work itself may be of a 
non-exempt nature. This refers to 
non-exempt work performed on rare 
occasions because of the existence of a 
real emergency. An_ executive-in- 
training is subject to the overtime 
provisions, even though he is receiving 
an executive’s pay. 

Wide latitude is permitted in the 
work that may be required of an 
executive who is paid $100 or more a 
week, either at the main office or a 
branch. A _ $100-a-week employee 
classifies as an executive if he performs 
executive work as defined in the regula- 
tions. There is no limit on the amount 
of non-exempt work he may do and 
it is immaterial whether he has the 
power to hire and fire. 

An exempt administrative employee 
must be paid at the rate of at least 
$75 a week. His primary duty must 
consist of the performance of office or 
non-manual field work directly related 
to management policies or the general 
business operation of the bank or the 
bank’s customers. An administrative 
employee must regularly exercise dis- 
cretion and independent judgment and 
assist an executive or another adminis- 
trator; or he may perform under 
general supervision specialized or tech- 
nical work requiring special knowledge 
or he may execute 





own private panic years of 1922-26. 

During part of the time he handied 
the Buffalo sub-district. Then, in 
1936, he accepted the invitation to 
join the First National at Paterson, 
New Jersey—and thereby cured his 
foot of the examiner’s itch. 

Raymond Peterson has a distin- 
guished record in service to his fellow 
bankers. He has served the New 
Jersey Bankers Association on numer- 
ous committees and as treasurer, vice- 
president, and president. He has 
been president and member of the 
executive committee of the Paterson 
Clearing House. In the A. B. A. he 
has served on such important commit- 
tees and commissions as Economic 
Policy, Finance, Bond Borrowing and 
Special Affairs and headed the National 
Bank Division in 1943-44. He was 
elected vice-president in 1948 at the 
Detroit convention. 


special assignments and tasks under 
general supervision. Like the execu- 
tive, an administrative worker may 
use one-fifth of his time in the per- 
formance of non-exempt work. Credit 
men, office managers and tax experts 
have been mentioned as examples of 
administrative employees. 

An administrative worker receiving 
$100 or more a week has an exempt 
status if he performs office or non- 
manual field work directly related to 
management and is required to exercise 
discretion and independent judgment. 
The time he devotes to non-exempt 
duties is immaterial. 

The new definition of “outside sales- 
man” may be of interest to banks 
employing new businessmen working 
entirely outside the bank. Outside 
salesmen of services are now included 
if their selling is done away from the 
employer’s regular place of business. 
Such salesmen may do non-exempt 
work up to 20 per cent of the weekly 
hours worked by the bank’s non- 
exempt employees. However, work 
performed by an outside salesman 1n 
conjunction with his sales or solicita- 
tions is not regarded as non-exempt 
work. There is no minimum salary 
requirement for such salesmen. 

The proposed revisions were pub- 
lished in the Federal Register on 
September 10, 1949. Interested parties 
were allowed thirty days to file objec- 
tions. Changing the proposed regula- 
tions to meet such objections is in the 
discretion of the Administrator, as 1s 
their effective date. In a letter signed 
by General Counsel D. J. Needham, 
the American Bankers Association 
protested against a minimum salary 
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requirement for executives and ad- 


ministrative employees uniformly ap- 
plicable throughout the country. The 
A. B. A. contended that it is “‘mani- 
festty inequitable to apply the same 
minimum salary requirements for both 
large metropolitan and small country 
bank areas as a basis for executive or 
administrative employee exemption.” 

Overtime liability arising out of 
lime worked by employees in drives 
and contests for new business is not 
dealt with in the proposed regulations. 
On August 19, 1949, the Secretary of 
Labor, in reply to an inquiry concern- 
ing an Opinion given by the Wage- 
Hours Administrator, wrote: 

“What the Administrator has done 
is simply to express opinions to two 
persons who voluntarily sought them. 
Some months ago a bank advised the 
Administrator that it was contemplat- 
ing a contest among its own employees 
to secure new customers. Whether 
any particular employee participated 
in the contest was optional with him, 
but the very nature of the contest 
contemplated that those who did 
participate would perform a consider- 
able amount of work outside of and in 
addition to their regular work in the 
bank. The bank asked the Adminis- 
trator whether time spent by the em- 
ployees in seeking new accounts would 
be considered to be time worked within 
the meaning of the Fair Labor Stand- 
ards Act, and the Administrator ex- 
pressed the opinion that it would be. 
Under the law I don’t think the 
\dministrator could have made a 
different answer to the question. 

“This opinion of the Administrator 
was published and thereafter he re- 
ceived another inquiry. That inquiry 
was not about any specific factual 
ituation, and the answer which was 
made to it by the Acting Administra- 
lor was careful to point out that it was 
not possible to make a categorical 
answer which would be applicable in 
all situations. The letter did under- 
lake to point out that the important 
lactors in any situation would be the 
amount of work done by the particular 
employees involved as well as the 
degree to which the employer invited 
such work by outlining company needs 
along specific lines or by sponsoring 
contests to achieve particular results. 
The mention of the suggestion box in 
contrast to an organized contest was 
used simply as a ready illustration of a 
system which is in common use and 
Which does not involve any increase 
it the number of hours worked nor 
aly increase in the rate of pay on 
account of the presentation of an 
award to an employee.” 

Previously the Wage-Hours Ad- 
iinistrator had emphasized the impos- 
‘bility of making any hard and fast 
‘uswer to a general question on this 
Subject and suggested that the ap- 
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propriate Wage-Hours Regional Office 
would be glad to advise employers who 
might be in doubt as to a particular 
plan they might desire to use. Gener- 
ally speaking, prizes awarded in con- 
tests are considered part of the em- 
ployee’s base pay. A California bank 
avoided the whole difficulty by limiting 


contest work to banking hours. 

The expensiveness of overtime is 
underscored by passage of the bill by 
both the House and Senate fixing a 
minimum wage of 75¢ an hour. This 
new higher pay floor will mean adjust- 
ments for many smaller banks, who 
will have to increase the weekly com- 
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pensation of some employees or reduce 
their hours of work. 

Only actual experience, of course, 
will show how far minimum salaries 
for executive and administrative em- 
ployees, coupled with a 75¢ an hour 
minimum wage, will affect bank oper- 
ating costs and earnings. 


PERSONALIZED CHECKS 


(CONTINUED FROM PAGE 29) 


of the groups were completed 
November 12, 1948. 

Since that time, second mailings 
have been made in all cases where the 
offer was not accepted at first and, in 
the meantime, stuffers have been 
placed periodically in statements. The 
second mailing consisted of a folder 
again featuring the free offer and con- 
taining a return post card. 

To date, of the total free offers 
made, 46 per cent have been accepted 
and 31 per cent of these have already 
ordered and paid for their initial orders 
of 200 imprinted checks. The second 
mailing card resulted in an additional 
acceptance of 11 per cent. 

Special order blanks furnished by 
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the printer permit the typing of six 
orders at one time. These are sent 
directly to the printer who, in turn, 
mails the checks direct to the cus- 
tomer within five days after the placing 
of the order. . The first copy of the 
order blank is gummed and perforated 
and is in reality six mailing labels so 
that it is not necessary to type these 
as a separate operation. This simpli- 
fied procedure eliminates the handling 
of the checks at the bank and, of 
course, also saves time for the printer. 

In our original estimate of the cost 
and returns of the program, we figured 
that the total cost to the bank for 
checks and covers would be $10,200. 
To this we added an estimated cost of 
$1,800 for letters and postage, making 
a total investment of $12,000. We 
anticipated that 60 per cent of those 
accepting the free offer would reorder 
and pay for 200 checks at $1.35. On 
this projection, we expected our bank 
to save $8,643, our cost for eight fillers 
of 25 checks at 10% cents per filler for 
each customer placing an_ original 
order. In addition, our bank should 
save $3,601, the cost of two fillers of 
25 checks at 10% cents a filler on each 
customer accepting the free offer. All 
together, if our prediction was accu- 
rate, we could expect a total saving of 
$12,244. 

Based upon an average monthly 
usage of eight checks per customer, we 
planned to regain the entire initial 


° 


cost of the program over a period of 
approximately one and one-half to two 
years. We realized that there would 
be a diminishing return in subsequent 
years due principally to the closing 
out of accounts, but we felt that it 
would be more than offset by greater 
savings on new accounts to whom the 
free offer would be made. We also 
felt that the time saved in sorting and 
filing in the bookkeeping department 


would offset the additional clerical 
work entailed in handling the per- 


sonalized check program. 

Our actual experience to date covers 
14 months. Our total expense for that 
period, including the free checks which 
cost the bank 60 cents an order, and 
postage and mailing, has been $9,453.- 
84. We have saved $5,426.40 repre- 
senting the cost of stock checks which 
would have been furnished had the 
customers not purchased the imprinted 
checks or accepted the free offer. 

We have found the personalized 
check program very effective when 
signing new accounts. To date our 
new accounts men have been able to 
sell the personalized checks to 40 per 
cent of our new accounts customers. 
When the customer does not indicate 
a willingness to pay the $1.35 for his 
first 200 checks, it is suggested that he 
take advantage of our special offer of 
50 free checks. This has resulted in 
the acceptance of an additional 15 per 
cent. 
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SMALL BUSINESS 


(CONTINUED FROM PAGE 34) 


failure, 12. Efficient management of 
your business, 13. Law for the small 
businessman, 14. Sources of business 
information, 15. Summary and _ sug- 
gestions. 

The instructors include four C. &. S. 
officers: Vice-president Lewis F. Gor- 
don on advertising, Assistant Vice- 
presidents Dwight Carroll on credit 
and Howard S. Starks on financing, 
and George E. Tomberlin, assistant 
vice-president of the Small Business 
Term Credit Department. There also 
are a lawyer, a Dun & Bradstreet 


executive, four U. S. Department of 
Commerce men, and three men from 
the University. Dean James E. Gates 
of the College of Business Administra- 
tion conducts the first and last meet- 
ings of the course. 

No textbooks are used, because it is 
recognized that the problems of the 
students vary widely according to their 
business classifications. Registrations 
during the first week indicated approx! 
mately 80 per cent retailers, 10 pel 
cent wholesalers, and 10 per cent 
manufacturers. Industries ranged all 
the way from metal working to textile 
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and food processing. The merchandise 
and services handled by the whole- 
salers and retailers ran the gamut from 
food and flowers to coal and automo- 
tive. 
Instead of requiring textbooks, the 
bank supplies each class member with 
a booklet called “INFORMATION 
SOURCES FOR SMALL BUSI- 
NESSES.” This handbook is a 90- 
page bibliography indexed three ways: 
By business function, by kind of busi- 
ness, and by the part played by small 
business in the economy. Originally 
prepared by the Ohio State University 
Bureau of Business Research, it covers 
most of the field. 
The student is given a copy in which 
are marked those references which, in 
the judgment of the local off-campus 
center of the University, he should 
study to get the good from this course. 
\ substantial fraction of each student 
group obtained and studied the recom- 
mended readings, although some mem- 
bers, of course, have been content to 
rely on what they could pick up merely 
irom the lectures and class discussion. 
Two examinations are given during 
the 15-week term, but taking these is 
yptional with the student since no 
college credit is involved. The exami- 
nations are considered as guides to 
lurther study, for students who wish 
to learn how they are progressing. 

The program has been promoted in 
the five areas through all available 
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means. In each instance the local 
Chamber of Commerce serves as a 
yonsor. The C. & S. local office or 
ome other bank at the invitation of 
he C. &. S. gets behind the course 
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(CONTINUED FROM PAGE 35) 

pen. Apparently Mr. Clutchbill’s 
«trance had been heard for a figure 
iow appeared in the doorway leading 


loa back room. 
“Good morning,” said a_ kindly 
voice. 


“Is it Mr. Benjamin Vale?” asked 
Mr. Clutehbill peering through the 
lirst wicket. 

“Yes,” nodded the 
toming slowly forward. 

“Tam Aaron Clutchbill from over 
Ferndale Village way. Your wife...” 

“Yes ... yes, I know,”’ nodded the 
did treasurer. ‘‘Won’t you step into 
lhe back office?” 

It was apparent to Mr. Clutchbill 
When he stood in the little back office 
that it was a directors’ room and sort 
of den for the elderly treasurer. One 
window let in the light on a plain, 
modest table with five chairs standing 
about it. One chair was pulled out 


elderly man 
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with its promotion. In Savannah, for 
example, spot announcements which 
our bank regularly uses on the radio 
were devoted to the small business 
course for days preceding its opening. 
Merchants’ associations and similar 
groups in neighboring cities were 
urged to get behind the idea and send 
their members as students. Announce- 
ments were made at luncheon club 
meetings and wherever else it seemed 
appropriate. 

Four of the five cities have centers 
of the University. The fifth, Douglas, 
was chosen to serve a region which 
would normally have been handled 
from the University off-campus center 
at Waycross, had not other special 
activities scheduled there during this 
period made it inadvisable to set up 
this additional program. The local 
representatives of the University at 
each of these points, and the Chamber 
of Commerce at Douglas, have taken 
the initiative in preparing local news- 
paper stories, getting on radio news- 
cast periods to make two-minute 
speeches about it, and so on. A 
faculty member from the Division of 
General Extension of the University, 
whose normal responsibility is to co- 
ordinate off-campus centers, took on 
the task of serving as co-ordinator of 
publicity and advance agent. 

From the_ kickoff, the program 
received enthusiastic endorsement, ac- 
tive co-operation and _ participation 
from businessmen. Beyond that, as- 
suming as we go that the substance of 
the entire 15-week program will have 
real value, we believe that the under- 
taking will well justify the effort. 
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CLUTCHBILL 


and there was an old wooden note 
file on the table in front of it. Books 
and pamphlets were lying about pow- 
dered with the dust of old age. A 
large cage, thickly hooded with a 
cloth cover hung high up beside the 
window. Suddenly a greenish head 
and hooked beak twisted around a fold 
of the cloth draped over the cage and 
inspected the visitor. 

‘““Keep smilin’!’ came a discordant 
but clear greeting. 

“Remain quiet, Socrates!’ scolded 
Mr. Vale shaking his head at the 
ancient parrot intently peering at 
Mr. Clutchbill. 

“Feed the kitty, four cards for me,” 
put in Socrates in a clear baritone. 

Mr. Vale reached up and dropped 
the cloth hood over the cage. “He 
picks up snatches of speech. If there 
isn’t much business at the directors’ 
meetings the boys play poker a little. 
I don’t indulge.” 
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“The note has not showed up yet?” 
inquired Mr. Clutchbill in a quiet 
voice as he sat down in one of the 
directors’ chairs. 

Mr. Vale shook his head silently. 
He pointed at the note file on the 
table. ‘Seems as though I’ve searched 
it a thousand times.” 

“‘Heavens to Betsy! What a hunt!’ 

The old treasurer got up and rapped 
loudly with a letter opener on Soc- 
rates’ hooded cage. “He heard me 
say that over and over again. I fear 
I talk aloud a good deal of late.” 

“Do many know the note is lost?” 

“Just myself and my wife. Every 
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day is a nightmare till it’s found. 
When the loss is discovered I don’t 
know what they’ll think. It was our 
largest note. A perfectly good note 
signed by Amos Barrows, a large 
turkey raiser. He might come in to 
pay it any day. The exact amount, 
eighty-two hundred ten dollars.” 

“Eh, you’re sure it is not in the 
bank?” 

“Absolutely ... here is the empty 
envelope.” The old treasurer pointed 
to a dark brown envelope case twisted 
sidewise amongst others in the note 
file. “It’s a mystery,” he nodded 
sadly. “I’ve turned over every scrap 
of paper in this bank.” 

“It has been stolen. 
pect anyone?” 

“I don’t see how anyone could have 
picked it up.” 

“Eh, you missed it...” 

“Ten days ago when I was running 
the notes for a trial balance.” 

“Em-m, I am glad no more time has 
elapsed on account of the scent. There 
is a chance I can help you, Mr. Vale. 
It may at first seem a little odd to 
you, but I’ve had a friend come with 
me and bring his very keen and 
knowing hound dog.” 

“T wouldn’t think...” 

“The scent of some hounds is un- 
canny, Mr. Vale. I would like to 
suggest that the hound smell of that 
empty note envelope. There is a faint 
chance it would lead into a trail.” 

“Gladly.” 

“Heliotrope, the hound, can sift 
scents; it is my belief he can tell a 
criminal scent from a normal one. I 
will get my friend and the hound,” 
nodded Mr. Clutchbill getting up. 

In a few minutes there was a clicking 
of dog toes out in the front office. 
A few seconds later Mr. Clutchbill re- 
entered the little directors’ room fol- 
lowed by Cal and Heliotrope. 

“Another pill!’ Apparently the 
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parrot was able to peer though a 
crevice in the cage covering, and had 
discovered the hound. 

Mr. Bannister and Heliotrope looked 
aloft with wrinkled and inquiring 
brows. 

“IT am embarrassed. I'll have to 
take that parrot home,” declared Mr. 
Vale. 

“No, he’s out of the way,” soothed 
Mr. Clutchbill. 

“Kindness should never be men- 
tioned,” praised the parrot in a lower 
voice. 

“‘Now if we can see that envelope,” 
said Mr. Clutchbill. 

Readily Mr. Vale plucked it out and 
handed it to the old director. 

It was of stiff brown paper snipped 
off at the top end, intended only for 
protection and easy handling of a note. 

Mr. Clutchbill pinched open its 
mouth, glanced into the empty enve- 
lope and passed it to Cal. “Show it to 
Heliotrope,” he nodded. 

“Sniff, boy!’ ordered Cal. 

The hound had been sitting down 
with gentlemanly decorum, but now 
came directly to Cal who sprung open 
the envelope’s mouth and held it in 
front of the hound’s nose. Heliotrope 
shut his eyes and gently fluttered his 
nostrils over the entire face of the 
envelope. At the end he let out a 
wheezy puff of air. Opening his eyes 
he glanced at Cal, then sunk his nose 
in the envelope’s open end. For a few 
moments he held silent. Suddenly and 
impatiently he sent out a puff of air 
that opened the envelope like a peanut 
bag and must have dislodged every 
trace of scent from the bottom cor- 
ners. Satisfied he drew out his nose. 

“Find ’em, boy,” called Cal stepping 
clear of the hound. 

Heliotrope glanced at each man 
standing there breathlessly watching 
him. He then took a look at the walls 
of the room and the ceiling. He moved 
a few steps away and sat down with a 
calm and understanding face. 

“Hm’f!” muttered Cal, 
something queer here. 
him do that before.” 

Mr. Clutchbill looked curiously at 
Cal. ‘“‘Maybe he’d hit scent at the 
outer door. Let’s take the hound out 
there. You might stay here, Mr. Vale, 
so the hound will be only with those 
he’s used to.” 

Once out on the bank’s doorstep 
Mr. Clutchbill cautiously looked back. 
The dog had strangely declined to 
follow. The director suddenly turned 
to Cal. 

“That dog knows that every one 
who has touched that note since it 
was signed is right in that back room 
now.” 

‘Looks like it,’’ nodded Cal. ‘‘Helio- 
trope knows it ain’t any use to do any 
trailing.” 

“It’s old Mr. Vale, then, after all. 


“*there’s 
I never saw 





I can’t believe it. He looks so honest.” 

“If there’s any criminal around, [’}] 
bet money he’s in that back room, 
and there’s only one man there.” 

“Cal, I hate to go back, but we've 
got to.” 

Mr. Vale sat motionless at the table 
when they came slowly in. His old 
blue eyes were alive with hope as he 
glanced up. 

“Eighty-two hundred ten!” grated 
from the parrot’s cage. 

“Wh...why! That’s the amount 
of the lost note,” exclaimed Mr. 
Clutchbill staring up at the hooded 
cage. 

Mr. Vale looked at the brown 
envelope in his hand. “I suppose I’ve 
said the amount aloud a_ thousand 
times while I’ve been hunting. Soc- 
rates always mimics. You found no 
scent at the front door?” 

But Mr. Clutchbill was still staring 
at the cage. Suddenly his hand crept 
up to his gray goatee. 

“Mr. Vale,” he said slowly in a 
strange voice, “‘can you let that parrot 
out into the room?” 

“T often do.” 

“Cal, get the hound out into the 
front of the bank and close the door, 
then you come back,” ordered Mr. 
Clutchbill. 


A few moments later Mr. Vale got 

up in achair and lifted down the cage, 
He placed it on the directors’ table 
and let Socrates out. The parrot 
walked across the table and fluttered 
to a chair back where he perched and 
squawked notes of glee. 

Instantly Mr. Clutchbill went to the 
cage, hurriedly rolled the draped cloth 
hood to its highest point. For an 
instant he squinted up under the cage 
roof. His hand darted through the 
door. Suddenly it came out witha 
battered note which had been tucked 
in the cage wires at the peak of the 
inside roof. 

Mr. Vale staggered back, grabbed a 
chair and stood transfixed, his eyes 
glued to the piece of paper. 

“Eighty-two hundred ten,’’ said 
Mr. Clutchbill gaily as he handed it 
over. 

Slowly Mr. Vale’s old hand went 
tremblingly out. 

“Why! It is the note,” he uttered 
in a gasp. 

“Socrates picked it up sometime 
when you let him out and put it in 
safekeeping.” 

“And the hound knew all the time 
it was here,” muttered Cal in 4 
triumphant voice. ‘“That’s why he 
wouldn’t leave the room.” 

“Gentlemen,” said Mr. Vale, “let 
me lock this up, then come with me. 
My wife, Sue, has made a new apple 
pie, and there’s some cider just come 
to a sparkle. Sue will be staggered 
with joy ... I can’t wait to tell her. 
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